FheNATIONAL 
UNDERWRITER 


Life Inawiance Edition 


The “Cream of the Business,” the Backbone 


of the Ageney System, are Using the [] [ i 





ABCNT } SekVICt 
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(1) As a source of new selling ideas, (2) as a help in 
unusual cases, (3) as a Reference Work for general in- 
formation and (4) as a stimulator or personal motivator. 
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POLITICS 
TAKES 
SPOTLIGHT - tat 


JERRY MORTON'S FAMILY 


TAKES AVACATION: 








Two weeks to relax 
—two weeks to play 
-two weeks of en- 
joyment for the 
whole Morton fam- 
ily. That’s the way 
Jerry planned it and 
that’s the way it 
worked out. 








Methodical fellow, 
this Jerry Morton— 
but no sluggard. As 
a Bankers Life agent 
he has learned the 
value of planning 
ahead. He knows what it means to work toward an end 
and reach an objective on schedule. His vacation, like his 
work, was planned. Now it’s here. Now it’s play time and 
Jerry Morton’s family takes a vacation. There’s plenty of 
work ahead this fall and Jerry Morton will be ready for it. 





Bankers Life Insurance Co. of Nebraska 





HOME OFFICE, LINCOLN — SINCE 1887 








f.. EMBLEM of a strong, enduring life 
insurance company which for 73 years has ad- 
hered to principles of justice. and friendliness. 
Well directed and soundly managed, the pro- 
tection the Equitable of Iowa provides to policy- 
holders and their families is 


Outstanding by Any Standard of Comparison 


- EQUITABLE 
LIFE 0/1IOWA — 


HOME OFFICE + DES MOINES 











OPPORTUNITY! 


General Agency and District Manager 
openings in Ohio, Indiana, Illinois, Mich- 
igan, and West Virginia. 


PLUS BACKING! 


Financial Strength, Sincere Home Office 
Cooperation, Liberal Contracts, and 
Progressive Methods. 


WRITE US NOW! 


State preference as to territory. Your in- 
quiry will receive prompt and consider- 
ate attention. 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
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Holgar Johnson 
to Be Featured 
at Philadelphia 


Other Speakers Include 
R. B. Coolidge, H. W. Hays, 
Jack Lauer, T. D. Harvey 


Eleven additional speakers who will 
address the convention of the National 
Association of Life Underwriters in 
Philadelphia the week of Sept. 23 are 
announced. Included in this latest group 
are additional personalities for the main 
program, the supervisors’ session, the 
Million Dollar Round Table, the wom- 
en’s meeting and the Quarter Million 
Dollar Round Table. 

Holgar J. Johnson, president of the 
Institute of Life Insurance and imme- 
diate past president of the National as- 
sociation, will appear in the Friday 
morning program. 

Added to the roster of those who will 
appear on the Million Dollar Round 
Table hour during the Thursday morn- 
ing general session are Henry W. Hays, 
Massachusetts Mutual, Rochester, and 
Jack Lauer, independent, Cincinnati. 
Mr. Lauer is a past chairman of the 
Round Table. 


Supervisors’ Luncheon 


Robert B. Coolidge, superintendent of 
agencies for Aetna Life, will be the 
speaker at the luncheon for supervisors, 
to be held Wednesday. Charles J. 
Bower of Philadelphia is in charge of 
the luncheon. 

The four past chairmen of the Wom- 
en’s Quarter Million Dollar Round 
Table will shoulder the speaking assign- 
ments at the meeting of that group 
Monday afternoon. Each will lead a dis- 
cussion group dealing with major life 
insurance problems. The speakers and 
the titles of the groups they will lead 
are as follows: 

Helen Summy, Equitable Society, 
Kansas City, “Selling Business Insur- 
ance on Main Street;” Corinne Loomis, 


John Hancock Mutual, Boston, “The 
Pre-Approach;” Helen Rockwell, Na- 
tional Life of Vermont, Cleveland, 


“Using Tax Problems as an Approach 
to the Sale,” and Sara Frances Jones, 
Equitable Society, Chicago, “Investment 
Insurance and Its Uses in Present Day 
Financial Problems.” Each member of 
the Round Table attending the meeting 
will be assigned to one of the discussion 
groups, um less a preference for a par- 
ticular group is expressed. 

Following the afternoon meeting of 
the Round Table, a banquet will be held 
at which the speaker will be es A 
McLain, president of Guardian Life. 


WPA Lady to Be Heard 


Two noted speakers have been added 
to the women underwriters’ meeting 
Tuesday. Mildred Poindexter Miller, 
Penn Mutual, Kansas City, will be one 
of the group discussing “The Best Plan 





Effect of Low Interest 
Returns Being Seen 


Keen observers in the life insurance 
field look for a number of changes in 
company practice and structure due to 
the low interest rates and the necessity 
for companies to protect themselves and 
have a firmer ballast. It would not be 
surprising to see more smaller and me- 
dium sized companies open participating 
departments so that they can have a 
wider margin. Actuaries apparently are 
convinced that some action will have to 
be taken to create a safety zone because 
the trend toward lower insurance re- 
turns is still active and there is no fa- 
vorable omen in the skies. 


Small Premium Policies 


In recent weeks there has been con- 
siderable discussion among actuaries of 
some of the companies as to small poli- 
cies up to $2,000 or $2,500 to be on the 
participating plan. Some have adopted 
a minimum of $2,000 for non-participat- 
ing policies. The Aetna Life and Trav- 
elers have increased their non-partici- 
pating rates and others will follow. 
These rates are based on 3 percent in- 
terest return. While other companies 
will attempt to meet the condition by 
increasing their non-participating rates, 
yet some observers see a trend toward 
participating business especially for 
smaller and lower premium policies. 
Such companies undoubtedly will push 
their participating business for these 
smaller premium policies but will not 
overlook the opportunity for higher pre- 
mium business on a non-participating 
basis. 

Although there appears to be no 
abatement in the downward trend of in- 
terest rates, there need be no cause for 
alarm. A 3% percent reserve company 
could quite possibly earn the amount re- 
quired to maintain its reserves through 
its mortality savings even though it 
were able to earn only 1 percent on its 
investments. 

The federal government apparently 
desires to continue its easy money pol- 
icy. However, if a point were reached 
where there was no return on capital, it 
would probably mean a reversal of the 
trend, for there would be no incentive 
for thrift. Investors are now content tc 
leave their money idle in the banks, 
where it earns a small percent, rather 
than investing it. Government bonds 
do not appeal as they did to the small 
individual investor because he has heard 
so much about the national debt he is 
somewhat chary of them as an invest- 
ment. He forgets that the banks invest 








I Know to Increase My Income,” and 
Catherine E. Cleveland, chief of the sew- 
ing division of the Works Progress Ad- 
ministration and recently of the Cotton 
Textile Institute, has joined the con- 
sumer panel, talking on “Why Women 
Buy.” 

The roster of those to address the 
Million Dollar Round Table during its 
all day meeting on Tuesday has been 
completed with the addition of Thomas 
D. Harvey, Heifetz agency Mutual Life 
of New York, Chicago. He will deliver 
one of the 20-minute talks before the 
group. 


their funds in government bonds, which 
the government stands ready to redeem 
at par in cash, should the occasion arise. 

Interest rates are low because there is 
a public demand for it. The demand 
would quite possibly be reversed if 
there were no return on money avail- 
able for investment purposes. The 
danger to democratic government is 
great when there is no incentive for 
saving. 

The rigidity of American life insur- 
ance contracts, with their guaranteed 
loan, cash, and non-forfeiture values 
was Criticized by a leading English ac- 
tuary a short time ago who ‘declared 
that the American companies had got 
themselves in a straitjacket. A lead- 
ing American actuary brings the Eng- 
lish system forward for consideration. 
Nothing is guaranteed so far as the in- 
vestment provisions are concerned in 
an English policy. No specific interest 
rate 1s guaranteed, the policy reserve 
representing a certain share and partici- 
pation in the assets of the company. It 
may be doubtful, however, if this would 
appeal to the American temperament. 

In the last depression, high surrender 
charges were provided in the policies. 
When an emergency ceases, however, 
one company liberalizes its policies and 
the other companies follow. 





Production Gain 
in July Was 19.5% 


NEW YORK—Life insurance pro- 
duction in July shot ahead 19.5 percent 
as compared with the same period last 
year, the Life Presidents Association es- 
timates. The total was $605,326,000. 
For the first seven months production 
totaled $4,284,782,000, decrease 1.2 per- 


cent as contrasted with the parallel 
period of 1939. 
Ordinary sales in July were $437,- 


614,000, increase 20.1 percent; industrial 
$124,192,000, increase 5.1 percent; group 
$43,520,000, increase 82.4 percent. 

For the first seven months ordinary 
production was $2,990,385,000, decrease 
1.7 percent; industrial $907,079,000, in- 
crease 5.4 percent; group $387,318,000, 
decrease 10.9 percent. 





Blackall Appoints New 
Commissioners’ Committees 


HARTFORD—President Blackall of 
the National Association of Insurance 
Commissioners has announced his new 
committees. Chairmen of the commit- 
tees in which life insurance people are 
interested are: 

Accident and health, McCormack, 
Tenn.; blanks, W. A. Robinson, Ohio; 
examinations, Read, Okla.; fraternals, 
Sullivan, Wash.; group hospitalization, 
Smrha, Neb.; laws and legislation, Lucas, 


Mo.; life, Lloyd, Ohio; social security, 
Swain, Del.; valuation of securities, 
Pink, N. Y.; real estate appraisals, 
Emery, Mich.; non-forfeiture benefits, 
A. N. Guertin, N. J.; taxation, Yetka, 
Minn. 


U. S. Regulation Is 
Hidden Theme of 
TNEC Report 


No Recommendations 
Made in Study of Life In- 
surance, Writer States 


NEW YORK—tThe Securities & Ex- 
change Commission’s report to the 
TNEC on the life insurance investiga- 
tion does not include any recommenda- 
tions but is “cleverly composed so that 
Congress cannot escape the conclusion 
that the commission’s insurance staff 
would like some form of federal regu- 
lation to correct some of the practices 
it has unearthed which might not be, in 
its opinion, in the interest of the hold- 
ers of policies the legal reserve com- 
panies have issued,” according to a 
Washington story in the New York 
“Herald Tribune.” The writer, N. P. 
Gregory, who covered the investigation 
for the “Herald Tribune,” states in his 
story that it is based on a reading of 
a summary of the SEC’s report, which 
has however not yet been officially re- 
leased by the TNEC. 

According to the “Herald Tribune” 
story, the commission’s report is divided 
into 21 sections and two appendices. 
While the summary describes the docu- 
ment as “purely factual, containing no 
recommendations,” it deals with “the 
size and growth of the legal reserve life 
insurance companies, their management, 
their lobbying activities, their activities 
in restraint of competition, their methods 
of selling insurance and its cost, and the 
operating results and investment prac- 
tices of the major companies.” 


Assets and Investment Practices 


The story states that section XXI of 
th¢ report dealing with assets and in- 
vestment practices of the legal reserve 
companies, says: 

“The life insurance companies are be- 
coming the principal savings institutions 
of the country. Many of the operations 
of an insurance company parallel those 
of a savings bank or trust company. 
Like banks, life insurance companies ac- 
cept and invest the savings of people in 
all walks of life. They also lend money 
to their policyholders, for which they 
charge a rate of interest. 

“Not only do people pay money to 
life insurance companies in the form of 
premiums, but they actually deposit 
money with such companies through the 
payment of premiums in advance or by 
leaving dividends to accumulate with 
their companies without making ar- 
rangements for them to be credited 
against their policies. Many of these 
funds are subject to return on demand 
or on brief notice. 

“The annuity contracts which the 
companies offer, as well as settlement 
options and other special contracts for 
the disposal of funds after death, place 
the insurance companies even more defi- 

(CONTINUED ON LAST PAGE) 
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National Life 
Agency Rally 
Marks 90th Year 


Many Novel Features 
Arranged for Sessions in 
Chicago Sept. 3-6 


The convention of National Life of 
Vermont at the Edgewater Beach Hotel, 
Chicago, Sept. 3-6, will be in celebration 
of its ninetieth anniversary. 

The theme will be “Moving Forward 
—With Right Thinking and Positive 
Action.” Two of the principal speakers 
will be General Robert E. Wood, chair- 
man of Sears, Roebuck & Company, 














D. BOBB SLATTERY 


who is also a director of National Life, 
and Irvin Bendiner, general counsel of 
the Pennsylvania Life Underwriters 
Association. 

The convention will be directed and 
conducted almost wholly by the agents. 


Seminar for Wives 


One of the features will be a “wives’ 
seminar” open to agents’ wives exclu- 
sively, under the chairmanship of Mrs. 
Walter J. Stoessel. There will be round- 
table discussions and formal talks by 
Mrs. R. O. Bickel of Cedar Rapids, Ia., 
on “Building and Maintaining Partner- 
ship Morale,” and by Mrs. 
of Cleveland on “The Wife Assisting in 
Prospecting and Prestige-Building.” 

The general convention will begin with 
E. A. Hasek, general agent at Kansas 
City, as chairman. Vice-president Ed- 
ward D. Field, in charge of underwrit- 
ing, will offer greetings and present 
awards to sales leaders. 

President Elbert S. Brigham will pre- 
sent an address, “The National’s For- 
ward March.” 

Clifford H. Orr, general agent at 
Philadelphia, has as his topic “Organiz- 
ing to Move Forward,” and C. G. Ray- 
mond, associate general agent of the 
Washington state agency, will talk on 
“Package Selling.” 


There will be an advanced under- 
writers’ panel, with Deane C. Davis. 
general counsel, as chairman. He will 


be assisted by Irvin Bendiner, Robert P. 
Burroughs, general agent at Manchester, 
N. H., John J. Kellam, general agent at 
Norwalk, Conn., and Marc A. Law, as- 
sociate general agent at Chicago. 

There will also be a young men’s 
clinic. Of this, Fred S. Brynn, agency 
supervisor, will be chairman. Speakers 
will be E. Price Ripley of the Virginia 


Elwood West - 


Weissman's Views on Agents 
Bring Out Some Criticism 


To THE Epiror—S. B. Weissman, 
3oston agent, thinks that the agents are 
getting too small a cut out of the policy- 
holders’ money. At least that was the 
purport of his address which you printed 
Aug. 9 and which he delivered before 
the Boston C. L. U. Mr. Weissman 
has been president of the Boston Life 
Underwriters Association and president 
of the Boston C. L. U. Evidently he 
is of the class of agents who offer 
financial advice and guidance to their 
clients. May it be hoped their con- 
sideration of the client’s financial prob- 
lems is more thorough and more sound 
than his consideration of the agency 
problem. 


Do Agents Deserve More? 


On what ground is the life agent en- 
titled to more money than he is getting 
now? There are plenty of critics who 
say that the present agency system is 
wasteful in that it involves spending 
money on innumerable agents who do 
not pay their way. But on what ground 
are the successful agents entitled to 
more money out of what their clients 
pay for protection? 

Mr. Weissman apparently 
distinction in his reasoning, if not ex- 
pressly, between a “company” and the 
policyholders whose money constitutes 
the company assets and income. He 
does not visibly argue that the additional 
pay that he is advocating for agents 
would come out of the protection which 
the policyholders are urged to buy. 


makes a 


Figures for Illustration 


Here are some figures, for companies 
taken at random, on ratio of insurance 
expenses, less principal acquisition ex- 
penses, to premium income: 


Pct. Pet. Pct Pet. 
20.6 12.6 22.4 14.7 
16.2 19.4 19.0 16.9 
12.7 13.9 13.5 12.5 
16.1 14.9 14.8 16.8 


Agents center their attention on the 
fact that their company earned 4.06 per- 
cent, while a competitor only earned 
3.96 percent on invested assets, but they 
pay very little attention to the fact that 
their company needs 14.9 cents out of 
every dollar of premiums collected after 
the first year for expenses, while a com- 








agency, Ray S. Spurr, Buffalo, John C. 
Winter, Cleveland agency, and John B. 
Heidel, Cedar Rapids. 

The Wednesday session will be under 
the chairmanship of Walter J. Stoessel, 
general agent at Los Angeles. The 
presentation of persistency awards will 
be by Superintendent of Agencies L. P. 
Brigham, and there will be an address 
by Charles A. Kuttler, Cedar Rapids, 
winner of the persistency award in 1938. 
Other speakers will be R. Clinton 
Meadows, general agent at Binghamton, 
N. Y.; F. E. Baker, associate general 
agent New York, and Deane C. Davis, 
general counsel. 

Wednesday afternoon will be set apart 
for recreation, including golf, bridge, 
sightseeing, and a formal dinner in the 


evening. 
General Wood will be the main 
speaker Thursday forenoon on “Mer- 


chandising.” Chairman of the session 
will be John T. Bryson, associate gen- 
eral agent at Manchester, N. H. Other 
talks on this program will be by Nor- 
man Smyth of Hartford, “Simplified 
Programming Through Case Methods” 
Russell B. Cullen, Pittsburgh, “Salary 
Allotment”; and Leonard A. McKinnon, 
general agent at Flint, Mich., “Readjust- 
ment Plans”; with a final address by 
Mr. Bendiner. 

Mr. Field will close the convention at 
noon Thursday. 

Prior to the convention, there will be 
a get-acquainted dinner Monday eve- 
ning, with General Agent George M. 
Robinson of Detroit as toastmaster. 


petitor only requires 13.9 cents out of 
each dollar. Perhaps if they paid more 
attention to what is taken out of each 
renewal dollar for expenses they would 
not carelessly assume that still more 
could be taken out for the benefit of 
agents. 


First Year Expenses 


Here are the first year expenses for 
the companies whose renewal expenses 
are quoted above, just to make sure of 
what we are talking about. 


Pet. Pet. Pct, Pet, 
58.9 40.0 78.1 40.0 
77.4 31.3 78.5 34.8 
60.5 26.5 32.6 31.8 
42.7 33.8 44.3 45.0 


For at least nine years the agent gets 
5 percent out of the premiums paid by 
his policyholders, and the collection cost 
brings this up to 7% percent. 

If one were to examine the agency 
problem with the same care that a 
C. L. U. gives to his prospects’ prob- 
lems, one ‘would find that good agents 
are well paid. They earn their pay 
urging individuals to financial independ- 
ence through life insurance. Are they 
not good enough to manage their own 
affairs and achieve financial independ- 
ence for themselves out of their own 
substantial earnings? 

But let us examine what they are 
apparently willing to see added to the 
burdens of policyholders, either in the 
way of higher rates or reduced divi- 
dends, in order to provide pensions for 
agents. Mr. Weissman indicates that 
only 15 percent of all agents remain in 
the business after the third year. While 
they are in the business 3 percent of 
their earnings will be taken out of the 
policyholders’ money for unemployment 
insurance and 1 percent for social se- 
curity. To this must be added whatever 
Mr. Weissman thinks proper for a pen- 
sion plan or a pension trust, which he 
seems to be advocating above social 
security. 


Question of Pensions 


This cost will be continuous and it 
must be taken away from the policyhold- 
ers for 85 percent of the agents who 
contribute nothing of value but are 
presumably an actual loss to the com- 
pany (and hence to the policyholders), 
and who do not stay to collect the bene- 
fits, in order to bring under the plan the 
15 percent of agents who are what he 
calls “career” agents. The same per- 
centage of course will be taken out for 
the 15 percent. In other words, the 
policyholders are to share the cost of 
old age pensions on seven times as 
many agents as are going to get the 
benefits for which the policyholders are 
to be taxed. 

In social problems as in business ad- 
ministration there should be a proper 
relation between cost and benefits. It 
is true that 15 percent of “career” agents 
will probably bring in as many premiums 
as the 85 percent of floaters, but at the 
very best the cost will be double the 
benefits to “career” agents. Why should 
the companies not resist such a cost, 
when the men who would enjoy the 
benefits make their living by preaching 
independence to others? Why should 
not the “career” shoemakers make their 
own shoes? R. S. C., Pittsburgh. 





Canadian Committees to 
Report Despite No Meeting 


Although the 1940 convention of the 
Association of Superintendents of Insur- 
ance of Provinces of Canada has been 
called off, owing to the war, the various 
committees will submit their reports in 
regular order and copies will be dis- 
tributed. Whether a meeting will be 
held in 1941 will depend upon the cir- 
cumstances then existing. 


Insurance Premium 
Moratorium for 
Conscripts Proposed 


Measure Similar to 
Soldiers and Sailors 
Civil Relief Act of 1918 


The bill that has been introduced in 
Congress to offer a measure of financial 
relief to conscripts in connection with 
such obligations as insurance premiums, 
rent, taxes, etc., seems to be quite simi- 
lar to the soldiers and sailors’ civil relief 
act of 1918. The new bill was intro- 
duced in the house by the chairman of 
the military affairs committee and was 
proposed by the war department. 

The first reaction in insurance circles 
was favorable to the legislation. Ob- 
servers believe that such a law might 
operate to save much private insurance 
that might otherwise be lapsed and it 
might result in less government war risk 
insurance being purchased. 


Expect Social Security Move 


Insurance observers believe that when 
and if the conscription bill becomes law, 
there will be immediately introduced 
similar measures looking to the financial 
welfare of the conscripts. For instance, 
one proposal that is receiving much sup- 
port is to have the government make 
contributions in behalf of the con- 
script to maintain his social security bene- 
fits. One suggestion is that the govern- 
ment make contributions equal to those 
that were made during the last year of 
the conscript’s service in private indus- 
try. There seems to be more support 
for such a proposal than there is for a 
new system of government war risk in- 
surance. 

The soldiers and sailors’ civil relief act 
of 1918 insofar as it relates to insurance, 
had the purpose to keep alive all insur- 
ance on persons in military service seek- 
ing the benefit of the act and coming 
within its provisions. 


Limit of $5,000 Was Set 


No person could receive the benefits 
of the act to an amount greater than 
$5,000 face value of life insurance. Such 
policies had to be in force on Sept. 1, 
1917, and the assured must have paid 
at least one premium. The act had no 
force where the premium was due and 
unpaid for more than one year at the 
time the application for benefits was 
made or where there was an outstanding 
indebtedness against the policy equal to 
or greater than 50 percent of its sur- 
render value. The act provided that no 
policy that came within the term of the 
legislation shoud lapse for nonpayment 
of premium during the period of service 
of the insured and for one year there- 
after. 

Every insurer was required to report 
within the first 15 days of each month 
the names of all applicants and the face 
value of the policies applied for during 
the preceding month; a list of prem- 
iums unpaid from the last day of each 
preceding month; a list of all persons 
who, having been reported in default, 
had had their premiums paid during the 
preceding month. The insurer had to 
report the difference between the total of 
defaulted premiums reported and the 
amount of premiums paid after having 
been previously reported as defaulted. 
After deducting the total of premiums 
previously reported as in default from 
this sum, on policies where the bureau 
of war risk insurance had rejected appli- 
cations for benefits, a final sum was 
reached, known as the “monthly differ- 
ence.” 

(CONTINUED ON LAST PAGE) 
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Pink Gets Attorney 
General's 0. K. on 
Probing Counsellors 


Amended Law “Certainly” 
Gives Him Power to De- 
mand Data, Make Exams 


an opinion 


NEW YOI 


irom. the 


K—Backed by 
attorney-general. the 


state s 


New York department is now +n a posi- 


 Bewked ew Teenee Smrha Sets Up War 





Risk Clause Rules 


Outlines Conditions Prec- 
edent to Approval of Poli- 
cies or Riders Hereafter 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha is advising all life companies 
that the department has not made and 
does not contemplate making an order 
regarding war risk exclusions, but has 
adopted general rules for guidance in 
approving policies and riders hereafter 
submitted. He said that naturally the 
order is not retroactive, and that pol- 
icies now in force that do not contain 


Delays Caused by 
N. Y. Agents’ Exams 
Bitterly Assailed 


Inadequate Appropriation 
Severely Handicaps In- 
surance Department 


NEW YORK—Many 


and 


general agents 


managers here are thoroughly dis- 


gusted with the net results of the first 


tion to go ahead with full assurance in conditions limiting liability where the half year under New York state’s new 
ee inet: Pay Re policyholder is killed in the military or ieee rae z 

the examination of life insurance coun- awel acevice tn tees of war wil uct equiring written examinations for 
sellors of the Morris Siegel variety. be affected nor full liability altered. new agents, the complaint being that 
Presumably this will take the form first The two most important rules, in- because of the delays involved it has 
ke requiring full answers to question- tended to protect the interest of the been almost as effective in keeping out 


naires concerning the counsellor’s ac- 


followed by thoroughgoing ex- 


ted in the counsellor’s 


ivities, 
aminations conduc 


offices to check on the answers given 





policyholder, are that the limited liability 
will not apply where a soldier or sailor 
dies from natural causes or is killed by 
accident while at home on a furlough, 
and that policies must not attempt to 


GALE F. 


JOHNSTON 


good men as in weeding out the unfit. 
At the time, everybody has the 
highest praise for the New York insur- 
ance department’s work in administering 


same 


‘over additional relev: lz = . . Bane . ,.- define what constitutes military and the ; 
and to uncover additional relevant data. The St. Louis Association of Life javal service in time of war. for the the law. 
This would be similar to the proce- {s,qgerwriters is backing Gale F. Johns- sama iene dea a a Porn naa It is fully appreciated that the entire 
] i111 ¢ as oe 2 é ~ » eta “ ¢ 
dure used in examining life companies, ton for national trastee of the National ¢ é difficulty stems from the fact that the 


where the figures and allegations in the 


ee pope ha es , the courts, neither the department nor 
Association of Life Underwriters. Mr. 


$5 examination fee goes into the state’s 


ae ves ] . : the company having the right to inter- oe nerennctial 3 sa 
annual statements are used as the basis Jonnston is regional manager for the edd og en ce ee general revenue and cannot be used 
- 1 cy ot - oe 2 e - a oe - « = Ss Ss z Ss ~ , » > - a bd 
for the regular triennial examinations. Metropolitan Life in charge of group Pe Pg aning s as used toward the department’s expenses in 
As hs e rec 1 > > ar > , © - ~ - g > é I I. ; - : 
(his makes the department's task much <caje. jn 10 southern and southwestern a giving the examination. Consequently, 


had to go in and dig 
information previous slv 
organization being ex- 


easier than if it 
around with no 
furnished by the 


The order follows: 
The statute provides 


states and is also a large producer of 


ordinary business. He was active in that life policies 


it is not possible to give the examina- 
tions as frequently as would be desir- 
able and there is a needlessly long time 


making arrangements for the St. Louis must be incontestable after two years 
amined, convention of the National association (CONTINUED ON LAST PAGE) vetween pa and the announce 
and has talked to many local associa- — a ment of results. 


State Opposed Licensing 


tions. He has been extremely active in Del 

¢ PE : , - ; : ay Up to Two Month 
Superintendent Pink, though concerned civic affairs. Reliance Life, are vice-chairmen. ove . 

at the problems created by the rise ot George L. Dyer, Columbian National In addition to the Missouri and St. While the law is undeniably effective 
independent insurance counsellors in the [ife, is chairman of the “Johnston-for- Louis associations, nine local Missouri in keeping out men unable or unwilling 


has opposed their being h- 


life field, 


amendment to the new New York insur- 


trustee’ committee and J. Callahan, associations and several of those in 








certain and thereafter the continuance of that income, first to 


to learn enough about the business to 





censed by the state. One Beas IS i Metropolitan Life, and Frank Vesser, Texas are supporting Mr. Johnston. pass a fair test, the delay, even at best 
? he has felt that the whole conse lor from the time a man is signed up until 
situation is part of the aftermath ot the he can go out and solicit business, is so 
depression and Ne ph 2a a passing lengthy that many good prospective 
AS > marked curta nt of coun- ff] av ; ‘ repre 
phase. | The ma a on mel —— | |{ agents have been lost. The objection 
sellors’ activities in recent ae, pat is not to the course of training but to 
ticularly since the radio a. regan the length of time an applicant usually 
to fear libel suits for penton — has to wait before a scheduled examina- 
ments broadcast by counsellors, bears tion and the time he must wait after- 
out this view. Another strong objection a ward before knowing whether he has 
to licensing counsellors is that they The year 1900, being a centennarian exception, was not passed or not. Even with examinations 
ld it iz tely advertise themselves ” ‘ c Seabee i : 
: “oH : — the uate ak Slee Veale” a Leap Year. Perhaps it was because of that fact that a cer- held every month—and every two 
as “licensed by the state of New Y« ‘k, ; : : j months as has more frequently been 
thus imereasing rather than decreasing tain wealthy policyholder of ours decided to assure himself a the case—it may be from six weeks to 
their ability to induce the yubl ic to re ly fil . = 4 i - ; : 
ee SUEE bese ; I  aciadl sort of annual Leap Year Day gift. Starting with the maturity two months from the time a man is 
uncritically on their high priced, though 7% ; signed up until he can go out and sell. 
not necessarily accurate, advice. of the policy on February 28, 1920, the arrangement called for The complaint of the general agents 
iperintendent Pink’s power to exam- : he : , i Bgekase 
ig Ping . annual installments of $250 throughout a period of 20 years and managers is that few prospective 
ine fee counsellors comes from = an z D 


agents with a desirable degree of initia- 
tive and ability are willing to fool 


ance code which went into effect Jan. 1. : , ; . é : ee 

en Pink did ; K the insured himself, and then to his daughter, until the death around anywhere from a month to two 
However, Mr. Pink did not want t a ? months before going out to sell. No 
assume that this amendment, which = of the survivor. one has the slightest objection to the 
not. mention counsellors specifically but : ; ; . ; ae? Z 
Epes ‘  tnohaied Chem: thts wil: seee- But when maturity time came the insured elected to com- barrier against hastily inducted and 
merely inc uded them along W age . . i poorly trained new agents. However, 
ice organizations, actually gave the de- mute the installments due from 1920 to 1940, and he received those agencies pursuing an ageressive 
partment power of examination. : te t a pret 

| lump sum of over $3,400. — ting —— would —_ prefer to 
Publicity Should Help = : ‘ : . lave examinations given as they are in 
O41 > De - pe vaetoned en ; - , 
7 eee With 1910 the period of the second series of payments Ohio, for example. There the agent 
Che law makes no provision for licens- 


ing counsellors, consequently the super- 
inte ndent does not have the power of 
license revocation as a club. However, 
the right to go in and examine these 
concerns as often as the superintendent 
thinks necessary should be extremely 
helpful to the public and the insurance 
business. It will first reveal whether 
anything is being done contrary to law, 


There 


daughter during the 


arrived. had been no contact with either father or 
20 years, and it was necessary to search 
learned that the 


sequently the.new series of installments were due his daugh- 


for both. It was father had died, con- 


ter. Having forgotten the existence of the policy, she was 
surprised to find that on February 28 of each year for the 


remainder of her life she would receive $250 from this insur- 





can be examined any day at any time 
during business hours. His paper is 
corrected at once and if he passes he 
can walk out of the examination room 
with his license. 


Temporary Licenses Proposed 


would be a tem- 
Even if this were so re- 


Another solution 
porary license. 


such as illegal practice of law, for ex- stricted that a new agent could sell only 
ample, through giving advice on ques- ance. when accompanied by a supervisor it 
tions of law; and second, reprehensible would still go far toward eliminating 
though legal activities, such as charging |} the time wasted under the present 
te fees for worthless or virtually ~~ s jf, system. me: 

worthless advice, and other items which The only reason why examinations 


would look bad if brought out by the 
department's examiners and given pub- 
1; 

licity. 


THE PENN MUTUAL LIFE INSURANCE CO. 





cannot be given as and when the appli- 
cant is ready to take them is the extra 
cost that would be involved. The New 


| 

| 
Section 182 of the New York code WILLIAM H. KINGSLEY JOHN A. STEVENSON York department’s 1940 appropriation 
ee oe ee Chairman of tne Boor Presiden ip Sao oe cree oe 
. dar aa "an wade wees of INDEPENDENCE SQUARE, PHILADELPHIA | Companies and associations have been 
P incorporation and by-laws and all amend- \f giving the fullest cooperation in supply- 
ments thereto under which it operates ing examination rooms and proctors to 
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Phoenix Mutual ™ 
Advancing Holland 


Assistant Secretary and 
Associate Counsel Made 
Secretary and Counsel 


B. L. Holland is elected secretary and 
counsel of the Phoenix Mutual Life. He 
was born in Hepler, Kan., and attended 
the University of Kansas from which 
he received his A. B. and law degrees. 
Later he obtained his doctor of law de- 
gree from Yale where for over a year 
he was research assistant to a commit- 





BENJAMIN L. HOLLAND 


studying 


tee of prominent authorities 
the law of evidence with the purpose 
of recommending changes. He also 


taught law for one year at Leland Stan- 
ford. 

Mr. Holland joined the Phoenix Mu- 
tual in 1924 and within a short time 
became head of the income settlement 
division. Since that time his work has 
covered a broad field of legal matters. 
He is the author of “Life Insurance as 
Collateral,’ a booklet which has been 
given wide distribution among lawyers 
and banks. He was advanced to asso- 
ciate counsel in 1934 and to assistant 
secretary and associate counsel in 1938. 


Floreen Heads Ill. G. O. P. Unit 

W. J. Floreen, vice-president of the 
Rollins-Burdick-Hunter Company, Chi- 
cago, has been appointed chairman of 
the insurance division by the Illinois Re- 
publican campaign committee. The II- 
linois Republican party will make an is- 
sue of the insurance question. 
Green, the Republican candidate for 
governor, has promised to supplement 
his statement of last April with stronger 
assurances that the insurance business 
in Illinois will be kept out of politics. In 
his April statement Mr. Green went on 
record as promising that the office of 
insurance commissioner will be filled by 
a person of experience and high caliber 
and that the insurance department will 
be protected from the operations of par- 
tisan politics. A special insurance divi- 
sion is being created with committees 
operating from principal cities and 
counties in order to permit local activi- 
ties to be directed by their own repre- 
sentatives. 


B. M. A. Home Office Picnic 

The Business Men’s Assurance home 
office organization held its annual picnic 
at Ivarhoe Country Club. Kansas Citv. 
About 200 attended, including wives and 
husbands of office employes. At the 
dinner L. O. M A. certificates were pre- 
sented to four employes, making a total 
of 33 certificate winners, seven of whom 
} recived O. M. diplomas. 


ave 


Dwight - 


Income Tax Boosts Improve 
Insurance's Desirability 


NEW YORK—While increased income 
taxes to be levied against persons and 


corporations leave less money with 
which to buy life insurance, the net 
effect is to place life insurance, either 


for business purposes or for the man in 
the higher income brackets, in a better 
position than formerly when compared 
with investing a similar amount of 
money in any other type of investment, 
including the corporation’s own busi- 
ness, according to E. H. White, J. S. D., 
C. L. U., attorney and estate planning 
manager, Keffer agency, Aetna Life, 
New York City. 

The offhand reaction of business ex- 
ecutives, Dr. White said, is to assume 
that the increase in income taxes means 
that a person or corporation is going to 
have to earn more money than formerly 
in order to pay a given premium and 
that consequently life insurance is there- 
fore a less desirable buy under the next 
tax level than under the old. What 
they don’t realize, he said, is that while 


life insurance will be hurt a little, all 
other investments will be hurt much 
more. 


Cites Illustrative Case 


“Suppose a man is in an income tax 
bracket where he pays 10 percent,” said 
Dr. White. “Suppose he can get a 3 
percent return on a certain type of out- 
side investment. His net income on re, 
after deducting his 10 percent income 
tax, will be 2.7 percent. If he puts the 
money into life insurance instead of into 
this investment he will forego a 2.7 
percent income. 

“Now assuming an increase which is 
more than would actually be the case, 
in order to clearly illustrate the point, 
suppose that he must pay a 20 percent 
income tax. His net income on his out- 
side 3 percent investment will bring him 
an ex-tax income of only 2.4 percent. 


Therefore, with the higher tax, he for- 
goes only 2.4 percent when he invests in 
life insurance. 

“The important angle is that the dol- 
lars that he puts into his outside invest- 
ments other than the extremely low yield 
non-taxable investments, are subject to 
a compound tax. That is, the money 
is taxed when he first receives it and 
then the return on it is subject to tax. 
If earnings thus taxed are reinvested 
the income on them is again subject to 
tax. 


Tax Borne Only Once 


“However, in the case of life insur- 
ance the tax is borne once, that is when 
the premium dollars are first received. 
Interest earnings go on swelling the re- 
serve but there is no further tax ex- 
cept in the comparatively rare case of 
the profit on a matured endowment 
taken in a lump sum.” 

Among people of considerable means 
Dr. White expects to see a considerable 
increase in the borrowing of money in 
order to buy single premium insurance. 
The tax increase makes these plans 
more attractive because interest on the 
money borrowed to buy the policies can 
be deducted from taxable income, and 
the higher the tax bracket, the greater is 
the advantage of this plan. 

Dr. White believes that agents doing 
business with well-to-do people should 
be prepared to enlighten their prospects 
and clients on the relatively better posi- 
tion of life insurance as an investment 
as compared with the situation under 
the old tax law. He feels that agents 
can even use it as an approach in so- 
liciting this type of prospect, saying to 
them, “The revenue department has re- 
cently improved the relative position of 
what I have to offer you,” and then go 
on with his sales talk. 








Standout Top eens Is 
Resident of Small Town 


In a recent contest carried on by the 
Mutual Benefit Life for six weeks, C. B. 
Ryan of Murray, Ky., was the standout, 
top man and leader. He started in life 
insurance with the Mutual Benefit in 
April, 1938. Though he ranked 11th 
in insurance sold, he scored heavily in 
sales to new policyholders—30 of the 37 
lives he insured during the period were 
new to the Mutual Benefit. 

The Mutual Benefit says Murray, Ky., 
is a town of about 5,000 population, not 
far from the Tennessee line. The sur- 
rounding country is almost entirely 
given to agriculture. Mr. Ryan knows 
his town well for he was born there, 
went to school there and has lived there 
all of his 30 years. His entry into life 
insurance was greatly influenced by the 
outstandingly successful sales and man- 
agement record of his brother, P. M. 
Ryan, recently appointed general agent 
for the Mutual Benefit in Minneapolis. 
Charles Ryan has made a good start 
toward equaling that record. In his first 
full year in the ;business he ranked 
seventh in lives production. He now 
ranks. second, producing at the rate 
of more than a 100 lives per year. He is 
a charter member of the recently organ- 
ized Kentucky Leaders Round Table. 


Counsellors Open Tenn. Offices 

MEMPHIS, TENN.—The American 
Independent Actuary Institute, Inc., re- 
cently chartered in Tennessee with $50,- 
000 capital, has opened offices as insur- 
ance counsellors at two locations, 524-525 
Exchange bulding and 229 Falls build- 
ing. Officers are Oliver De Werthern, 
New York, president and chief actuary; 
N. D. Sappenfield and S. J. Brinkley, 
vice-presidents, and C. E. Tate, secre- 
tary-treasurer. 


Campaign Winners to Visit 
Mutual Benefit Home Office 


NEWARK, N. J.—Invitations for a 
two-day visit to the home office of the 
Mutual Benefit Life in early September 
have gone out to 10 winners of its re- 
cently concluded “Quality Pays” cam- 
paign. The winners who qualified under 
the rules on a quality-point scoring 
basis are: C. B. Ryan, Kentucky; F. A. 
Nannestad, Minneapolis; W. H. Cobb, 
Atlanta; W. E. Wright, Cincinnati; 
T. F. Milligan, Spokane; L. G. Singer, 
Minneapolis; H. M. Neal, Los Angeles; 
R. F. Bierbaum, Chicago (Parsons); 
Tyer Sawyer, Miami; R. O. Beals, Jr., 
Hartford. 

Fifth and eighth places, respectively, 
in the scoring order went to A. R. 
Groenke of Cincinnati and P. M. Travis, 
Jr., of Atlanta, but because of a scoring 
rule limiting trip winners to the highest 
scorer in each of ten agencies they are 
not eligible for the trip. 


Musical Talent in Philadelphia 
PHILADELPHIA—The Philadelphia 


Association of Life Underwriters is 
drawing on the musical talent of the city 
to provide dramatic settings for the 
opening of three morning sessions of 
the convention of the National Asso- 
ciation of Life Underwriters in Phila- 
delphia the week of Sept. 23. 

Musical by the John Wanamaker 
Corps of Cadets will precede the open- 
ing of the main convention Wednesday, 
Sept. 25, and patriotic selections will be 
sung by Miss Florence Kirk, operatic 
star. 

The Keystone Quartet, radio perform- 
ers for the Pennsylvania Railroad, will 
launch activities Thursday. 

On Friday the Strawbridge & Clothier 
chorus of 100 voices will start the day 
with a musical feast. 


War Boom Aid to 7 
Foreclosed Realty 


But Gradual Improvement 
Rather Than Swift Rise 
Is Looked For 


NEW YORK—Prosperity due to de- 
tense preparations should gradually aid 
the life companies in disposing of the 
foreclosed real estate now on their 
books but no sudden boom for properties 
now held is looked for. It is only within 
the last year that the companies have 
been disposing of more real estate than 
they have been taking over by fore- 
closure. The defense activity is ex- 
pected to accelerate this trend but its 
effect is likely to be limited. 

In the commercial field particularly, 
possible sales of real estate are held back 
by heavy local taxes. Then, too, the 
poorer properties, on which the com- 
panies are earning the least and which 
they would like to dispose of, cannot be 
sold at any price. High grade prop- 
erties are readily marketable and in 
ordinary times the poorer properties can 
be sold at a price that reflects their 
lesser desirability. Today taxes are 
such that prospective buyers despair of 
making any net income on them. How- 
ever, a more realistic attitude has been 
taken by the life companies and there 
is more of a tendency to dispose of 
properties for what they will bring, 
though without doing so in a manner 
that will depress the market. 

In the residential field disposal of 
foreclosed properties is hampered con- 
siderably by the tendency of buyers to 
want brand-new homes with chromium 
trimmed kitchens and tinted tile bath- 
rooms. Many of these houses are jerry- 
built, the builder embodying in them 
features which catch the buyer’s eye but 
cheapening on important though unseen 
structura] features. One stunt, for ex- 
ample, is to make a big selling point 
of brass water piping but to use brass 
pipe only along the cellar ceiling, where 
it shows, and use the cheapest iron pipe 
through the rest of the house. 

One thing that the companies have to 
watch in taking mortgages is that the 
houses are not in localities which would 
become useless as soon as the war boom 
is over. For example, builders become 
enthusiastic about subdivisions to supply 
residences for workers constructing air- 
plane motors in one of the factories ex- 
panded for that purpose. As soon as 
the war boom is over, and unless there 
is some substitute industry to take its 
place, many of these houses will become 
a drug on the market. Even with the 
protection of amortized mortgages the 
mortgagee would suffer heavy losses. 


Half-Year Mortality Best 
Ever, Metropolitan Finds 


Metropolitan Life finds that the mor- 
tality among its industrial policyholders 
was never better than during the first 
six months of this year. The rate was 
8.11 deaths per 1,000 lives. The pre- 
vious low record was in 1938 with 8.15. 
The average during the 10 years ending 
with 1939 was 8.98. 

Metropolitan Life said fears have now 
proved entirely groundless that the se- 
vere industrial depression of the past 
few years would bring about an in- 
creased death rate. The reverse has 
been true. Each year without excep- 
tion has registered a more favorable 
mortality rate than had prevailed in any 
year during the 1920’s. 


It is good practice to get acquainted 
with employment managers and person- 
nel heads of organizations, as they make 
good sources of prospects. They can be 
contacted every two or three months for 
the names of new employes, those who 
have been promoted or have had any 
changes in family life. 
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Campaign Is Under Way 
for Louisville Leader 








E. W. BAKER 


An organized campaign for E. W. 
Baker of Louisville, for election as a 
trustee of the National Association of 
Life Underwriters, is now well under 
way. Chairman of the committee is 
J. K. Taylor, Equitable Society, who is 
president of the Louisville Association 
of Life Underwriters. 

Mr. Baker, who is district manager for 
John Hancock Mutual, has been taking a 
prominent part in National association 
affairs for the past several years. He 
was general chairman of the Louisville 
committee when the mid-year meeting 
was held in his city in 1939. The com- 
mitte points out that Kentucky has had 
no active officer in the National asso- 
ciation since the late Henry J. Powell 
served as president in 1911. Mr. Taylor, 
in addressing the presidents and national 
committeemen of other associations, 
states that Mr. Baker is not being put 
forth in opposition to any one of the 
present board whose term expires this 
year, if he comes up for re-election. 
However, the committee asserts that the 
board would be strengthened by the ad- 
dition of Mr. Baker. 

Mr. Baker started on a debit in Day- 
ton, O., in 1921 with John Hancock. In 
1923 he was made assistant manager at 
Minneapolis and in 1926 was promoted 
to Louisville in his present capacity. He 
has had a sound record. For the past 
four years he has been national com- 
mitteeman of the Louisville association. 
He has declined election to other offices 
in that association, but has done effective 
work on the sidelines. 

Instead of listing all the various clubs, 
and bureaus, etc., with which Mr. Baker 


is identified, the committee merely 
states: 
“Yes, Ed is educated . .. but he got 


his the hard way. Civic affairs? Sure, 
he takes part in them too, and everybody 
in Louisville knows about it, but that 
is not particularly interesting to you. . . 
Luncheon clubs, country clubs, board of 
trade . . . he belongs to them too, but 
his real interest lies in the association. 
It is his hobby. Above everything else 
he likes his work, his company and his 
associates in the business. His zeal is 
enduring. He never gets tired and won- 
ders if it is worth all the effort in trying 
to do something for the other fellow 
and for the good of the cause.” 





Mutual Benefit Outing 


The annual outing of the home office 
agency of the Mutual Benefit Life will 
be held at the Canoe Brook Country 
Club, Summit, N. J., Aug. 16. The golf 
tournament will be under the supervision 
of G. Gilson Terriberry and other sports 
under the direction of William Richard- 
son. Many home office officials are ex- 
pected to take part. 


Thompson Views 
Factors in Pension 
Plan for Lawyers 


DETROIT—In response to numerous 
requests from members of the State Bar 
of Michigan for data concerning a co- 
operative old-age security plan for all 
Michigan lawyers, since they are not 
subject to the social security act, H. B. 
Thompson, secretary-counsel Associated 
Life General Agents & Managers, secre- 
tary-treasurer Michigan State Associa- 
tion of Life Underwriters and a member 
of the state bar committee on insurance, 
prepared an exhaustive report on pen- 
sion plans which was adopted by the 
insurance committee and was authorized 
te be published in the “Michigan State 
Bar Journal.” 

An effective pension program, accord- 
ing to Mr. Thompson, would have to 
consist of a group annuity plan under 
which each member provides for his own 
future; and in the event the program 
were later discontinued, would receive 
a paid-up deferred annuity commensurate 
with his contributions; plus a “pay-as- 
you-go” program of a single premium 
annuity bought by general contribution 
to supplement group annuities for the 
older members. He’ pointed out that 
this would accomplish the objective but 
would work a tremendous hardship on 
the younger members since for some 
time the contributions for the single 
premium annuities would be nearly as 
great as for a straight “pay-as-you-go” 
plan. 


Cost Is Estimated 


Figuring on a basis of 50 percent to 
6G percent of the individual’s average 
earnings, with a maximum of $5,000 per 
annum, it would be necessary to figure 
the cost to have a record of the present 
age and earnings of every member. 
Figuring a payment of $50 per month 
after age 65, the cost can be roughly 
estimated at $900 per member per an- 
num, he showed, tapering down to about 
$125 per annum at the end of 30 years. 
Usually a contribution of 4 percent to 
6 percent of earnings is necessary to 
accumulate adequate retirement benefits 
for each year of service of the plan plus 
a credit for prior services accumulated 
at the same rate. He estimates that 
from 50 percent to 150 percent of one 
year’s earnings would be necessary to 
accumulate pension credits up to the 
present time. 

There is obviously no way to support 
any pension program on the basis of “a 
small additional assessment,” as certain 
members of the association had asserted. 
Mr. Thompson pointed out that the 
social security act cannot be taken as a 
standard of costs since the problem of 
making the benefits sufficiently large for 
those who retire in the near future has 
been solved under that act by viewing 
the entire retirement problem entirely 
apart from any attempt to balance bene- 
fits with premium. The contributions 
are really taxes, paid and gone regard- 
less of whether any benefits ever accrue, 
Mr. Thompson asserted. The benefits 
are whatever Congress at any time may 
decree them to be and are even subject 
to total elimination. Estimates as to the 
ultimate rate of taxation which would be 
necessary to supply the present benefit 
schedule under social security vary 
from 9.35 percent of the “creditable pay- 
roll” to 28 percent of the annual income 
ot all persons in the United States, he 
declared. 

Mr. Thompson also has been as- 
signed to conduct a clinic on life insur- 
ance values at the annual convention of 
the State Bar of Michigan in Lansing 
Sept. 19-21. 





Cannon in San Francisco 


Lee Cannon, vice-president Western 
Life of Montana, visited California last 
week and while in San Francisco was 
host to agents from northern California 
section at a luncheon. Ted Collins, su- 
perintendent of agencies for California, 
presided. 








CC It is our objective to provide our 


field representatives with all 


intangible. with which successis 


achieved in insurance selling. 99% 


WALTER W. HEAD, President 
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oes Lhe Race That Never Ends” 


An automobile manufacturer once said: 
**You have to be good to stay ahead in a 


race that never ends.”’ 


Life insurance selling is that kind of 
a race; it never ends! You are constant- 
ly pitted against outstanding life in- 
surance salesmen. ‘‘You have to be good 
to stay ahead’’— and good (sometimes) 


to even stay in the race! 


With *Multiple-Line coverage, General 
American Life agents and agencies have 
little difficulty in matching the best 
strides of their competitors. Why? That 
is another story—a story, incidentally, 


that you will find very interesting. 


Get all the facts about General 
American Life... its ‘Multiple Lines”’ 
...its method of placing in the field 
of life insurance selling so many pace- 
makers and runners-up in “the race 


that never ends.”’ 


Write Jack T. Lynn, Vice-President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 








*MULTIPLE LINES: Participating « Non-Participating « Salary Savings e Juvenile « Sub- 
s dard « A iti e C 





cial Accident and Health and Hospitalization « Group Life 
Wholesale Insurance ¢ Group Accident and Sickness « Group Accidental Death and Dismem- 


berment e Employee and Dependents Group Hospitalization with Surgical Procedure Benefits 











Employe Retirement 
Plans Are Studied 


A.L.C. Survey Shows 47 
Life Companies of 156 
Have Made Provision 


Formal employes retirement plans 
about two-thirds 


have been adopted by 

of the life companies having more than 
$250.000,000 insurance in force and by 
about one-eighth of those companies 
having less than that amount, 1t was 1n- 
licated in a survey conducted by the 
\merican Life Convention. Agents re- 
tirement plans were viewed recently in 


ALG 


Was 


study by the 


A questionné uire the in- 


sent out, 


formation secured covering 47 plans, in- 
‘luding those of all members and non- 
nembers having more than $125,000,000 





except two Canadian 


insurance in force, ‘ 
companies 


‘ompanies, and 79 member 
having less than $125,000,000. 

Chere were 156 companies which re- 
sponded of the 174 that were questioned, 


ind it was found that 47 had a retire- 
ment plan, of which 32 were contribu- 
tory, 12 non-contributory and three a 


‘ombination of the two types. 


Many Are Contributory 
Of com over $1,000,000,000 in 
force, 12 had formal plans ot which 
sve were contributory, six non-contribu- 
had no 


panies 





torv and three combined; six 1 

formal plan. There were 21 companies 
with $250,000,000 to $1,000, 000,000 in 
force having formal plans, 16 being 


three non-contributory and 


contributory, 
Twelve had no formal 


wo Cc ombinat tion. 


t lan. 


Among the companies of $125,000,000 


had formal plans, 


$250,000,000, four 
evenly divided between . contributory 
and non-contributory, 22 had no formal 
‘lan and two did not reply. Among 
these were A. L. C. members and non- 
‘nembers. Among the A. L. C. mem- 
ers only. companies under $125,000,000 
n force showed 10 with formal plans, 
ine being tributory, and 69 with no 
formal plat ; 

Che question as to the normal retire- 
ment age showed 17 with age 65 for 
ales and 60 for females, 17 with age 
5 for botl Eight companies had no 
ompulsory retirement age, 13 pre- 
-cribed a mal” retirement age and 
tine set five years after normal. Eight 
id no optional retirement age, 17 pre- 
ribed_ tiv vears before normal and 
ine said ten years before normal. 
Majority Provide for Disability 

There were 25 providing disability 
senefits and 10 with none; 22 with group 
nsurance benefits and 13 with none. 
Seyen companies provide a life annuity, 


11 companies with 10 years certain and 


or life, 15 companies with a cash re- 
ind annuity, and two described as mis- 
ellaneous. Fourteen companies had no 
yrerequisite service requirements, four 
said three to six months, eight set one 
ear, and seven companies the minimum 


{ 30 or 35 vears of age and one or two 
ears’ service 

Nine companies provided withdrawal 
enefits of empleye’s contribution with- 
it interest. 18 death benefit on the 
10 a withdrawal benefit of 
ntribution with interest 
1 benefit on that basis; 
withdrawal of both the employe’s 
mtribution with interest plus tl 
, | on, and two death bene- 
three provided a with- 
av fit of the employe’s contribu- 
tion plus whole or part of the company’s 
certain number of 
death benefit 


same Dasis; 


le lemplove s cé 


el ta deat 


he com- 





ontribution after a 
id seven a 


Various Rates of Contribution 


had a money pur- 
group annuity plan. 


mpanies 





hase plan and 20a 


Eny loves ntributions varied, being: 
percent to 2 percent, four companies; 
percent, three companies; 4 percent, 




















Sa--ay. Looks like an educational endowment policy, dear. 


Gives Some Advice to 
the Readers of a 
Table Insurance Folder 


Lying on the table at the approach of 
the Willard Ewing agency of the Provi- 
dent Mutual Life in Chicago is the usual 
company literature. One folder is en- 
titled “Future.” On the back is a type- 
written letter signed personally by Mr. 
Ewing intended to catch the eve of the 
reader. It is worth perusing. It 
“Dear Reader: 

“Life insurance often makes the dif- 
ference—an_ all-important difference— 


Says: 


between happiness and unhappiness, 
between comfort and discomfort, be- 
tween opportunity and frustration. But 


that is only half the story. 

“The mere ownership of a life insur- 
ance policy won’t in itself make much 
difference unless that life insurance is 
adequate in amount, and is thoughtfully 
planned to give the utmost dollar of 
value in taking care of possible contin- 
gencies. There, of course, is where 
your agent comes in.” 


-Canada Has 41 New C. L. U.’s 


TORONTO—Forty-one passed the 
final examinations of the Life Underwrit- 
ers Association of Canada, and are now 
entitled to the C. L. U. degree. 

Six others have completed the exam- 
inations but have not qualified yet in 
other respects, 51 have passed the sec- 
ond year examinations in whole or in 
part and 98 the first year examinations. 


three of which deduct 
5 percent, two com- 
first $2,500 
excess 


eight companies, 
social security tax; 
panies; 5 to 10 percent of 
annual salary and 5 percent of 
$2,500, three companies. Also as to 





over 

the first $3000 annual salary and excess 
over $3,000 respectively: 2 and 4 per- 
cent, two companies; 2 and 5 percent, 
three companies ; 2.4 and 4.8 percent, 
one company; 2.5 percent and 5 percent, 
one company; miscellaneous, eight 


ce mmpanies, 





\ life insurance company is the only 
financial institution known with which 
an arrangement may be made in which 
both principal and income of trust funds 
are absolutely guaranteed.—B. C. Forbes. 


Minnesota Mutual in 
Special Tribute Paid to 
Manager Charles H. Simpson 


The Minnesota Mutual has published 
a brochure entitled “Thirty Years—A 
Crusade,” in appreciation of C. H. 
Simpson of Fargo, N. D., and Long 
Beach, Cal., who the company says has 
“during the past three decades dedi- 
cated his life to his fellow men.” It is 
published during the 60th anniversary 
year of the company and the 60th birth- 


day anniversary of Mr. Simpson. Mr. 
Simpson was born in France, July 14, 
1880, and the Minnesota Mutual came 
in existence also in that year. In 1881 
the Simpson family left Scotland fer 
Canada and from the Dominion mi- 
grated to North Dakota, settling on a 


farm near Sharon. Mr. Simpson worked 
in a mercantile establishment there and 
five years later went to McVille, N. D., 
becoming cashier of the bank. He joined 
the Minnesota Mutual as an agent, Feb. 
18, 1911, and was made North Dakota 
state manager April 1, 1919. The state 
office was later moved by him to Fargo. 
During his career with the Minnesota 
Mutual he has been responsible for pay- 
ing for nearly $10,000,000 of life insur- 
ance through personal production an‘ 
his agents. 


Sons Are Active 


When O. Sam Cummings of Dallas 
was president of the National Associa- 
tion of Life Underwriters he visited 


Fargo, and the North Dakota Life Un- 


derwriters Association received a cup 
awarded to district 10 of the National 
association as the group showing the 


greatest increase in membership. J. P. 


Simpson was president of the North 
Dakota association and received the 
cup, he being a son of Charles H. Two 


other sons, Clarie and Vernon, also are in 
the life insurance business. The latter 
worked for the Minnesota Mutual in 
Long Beach, Cal., under direction of his 


father for three years and later made 
his headquarters with the Simpson 
agency at Fargo. He is now in Cali- 
fornia with the E. M. Moore agency in 
Los Angeles. From 1921 to ’28, Ciarie 
was an agent for his father and now is 
a successful insurance man at Fargo. 


H. Simpson divides his time between 
Fargo and Long Beach. Four vears 


August 16, 1940 








‘Life Insurance Funds Plan 
of Philadelphia Doctors 





PHILADELPHIA — Life insurance 
has been employed here to underwrite 
and form a sinking fund to permit a 
group of 51 doctors to purchase and 
operate a hospital of their own. The 
plan was designed by James I. Taylor, 
Sun Life of Canada. 

Introduction of life insurance into the 
picture permitted a near-miracle in mod- 
ern financing. For 18 months the group 
of doctors dreamed of a non-profit hos- 
pital, owned, controlled and operated 
exclusively by doctors, with no _ inter- 
ference from outsiders. For ten months 
they sought the necessary financing to 
permit the purchase of the building and 
equipment and_ rehabilitation of the 
structure. 

Difficult to Borrow Money 


Banks, insurance companies and other 
lending institutions were loath to issue 
a mortgage on a hospital. Its resale 
would present a difficult problem. Mr. 
Taylor and the Land Title Bank & Trust 
Company, Philadelphia, evolved a plan 
whereby the doctors would finance the 
entire proposition on the “credit of the 
doctors.” 

Briefly, the plan is this: Each doctor 
agreed to put up an equal amount in 
cash. Some were able to put up the cash, 
some borrowed on their life insurance, 
and others raised the amount through a 
note at the bank. As the deposit de- 
creased the estate of each doctor, a 20- 
year-endowment policy was taken out on 
each member of Doctors, Inc. Should 
the doctor die, his family would be reim- 
bursed for the amount he invested with 
the hospital, getting the balance of the 
policy. The plan is predicated upon 80 
to 90 percent of the doctors living and 
with the cash surrender value together 
with accumulated dividends permitting 
the hospital to retire the only existing 
debt, that of the doctors to themselves, 
within a period of about 12 years. 


Third of Kind in Country 


As a result of this plan, Doctors, Inc., 
was enabled to give to the University of 
Pennsylvania a certified check for the 
purchase of historic Orthopaedic Hos- 
pital, 17th and Summer streets. Some- 
time in September it will reopen as Doc- 
tors Hospital, the first of its kind in 
Philadelphia and the third of its kind 
in the United States—a dream come true 
for doctors, dedicated to the training of 
promising young members of the med- 
ical profession, and made possible only 
because of life insurance. 


Want “Any” Changed to “All” 





LINCOLN, NEB.—Kennedy, Hol- 
land, DeLacy & Svoboda, Omaha 
attorneys who represent a number of 


insurance companies, have intervened as 
friends of the court in a case in which 
Cireno Micelli obtained a judgment 
against the Equitable Society on a dis- 


ability policy, asking that the court 
change just one word in its findings. 
Che court said recovery may be had 


where it is shown that an insured is 
unable to do substantially and practically 
any of the acts necessary to earn a liveli- 
hood. The attorneys object to the use 
of the word “any,” and ask that it be 
changed to “all.” It is pointed out that 
the holding is contrary to previous de- 
cisions, and also contrary to fact, in 
that if unable to do “any” of the neces- 
sary acts, that constitutes partial dis- 
ability, whereas the court says it entitled 
him to payment for total disability. 
Otherwise one may carry on a business 
or occupation, doing everything as 
usual with one exception, and yet be 
entitled to total disability y pay ments. 





after he was made state manager he led 


all the insurance producers in North 
Dakota, turning in $500,000 in personal 
business. 





of Accident & 
Jackson Blvd., 


Send for sample copy 
Health Review, 175 W. 
Chicago. 
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Effect of Dicait on Life 


Insurance Sales Viewed 


With approximately 20 percent of the 
country’s wage earners subject to mili- 
tary service if the proposed conscription 
bill is enacted, the effect on life insur- 
ance sales is being studied. 

Although there will be about 10,000,- 
000 registered under the act, probably 
not more than a 10th or at the most a 
fifth will be called at any one time. 
However, the uncertainty of the situa- 
tion will have a disturbing effect and 
those not actually called may be hesi- 
tant about making commitments for the 
future such as installment buying. 

One observer points out that able 
agents will not have to worry about the 
situation because they will be able to ad- 
just themselves and their sales efforts. 
However, life insurance management 
will have a serious problem as conscrip- 
tion will tend to continue the trend of 
narrowing down the number of good 
life insurance prospects for the average 
agent. The social security act tends 
to take care of the needs of the low in- 
come groups and only expert life agents 
can sell the top brackets. By eliminat- 
ing a sizable number of the remaining 
middle class through conscription, it will 
mean the average agent will have to 
concentrate more and do a _ thorough 
sales job. 


Sell Own Age Group 


Young agents necessarily usually sell 
men of their own age group so that con- 
scription may make it more difficult for 
the younger recruits to make a living. 
As the present tendency is to recruit 
younger men because there is a larger 
proportion of able young men available 
than there are able older men, the now 
tough recruiting problem may grow 
more difficult. 

Financing of new men also presents 


a problem. One general agent is be- 
moaning his fate because he has money 
tied up in younger men subject to serv- 
ice. They are progressing satisfactorily 
but they have not yet paid out from 
his standpoint. If they are called to 
the army or if the draft impedes their 
sales progress, he will suffer a loss. 


Fair Picture of Situation 


An analysis of social security income 
figures for 1937 (latest available) gives 
a fair picture of the situation from a 
dollars and cents standpoint. There 
are about 6,420,000 white employed 
males earning $5,441,000,000, subject to 
draft, not including those not under the 
act. This represents 21 percent of the 
total number under the act and their 
total earnings represents about the same 
percentage of the total earnings of all 
ages. 

The 21 to 30 age class has a lower 
average earning power than the older 
men. In this group of 6,420,000 there 
are 1,554,372 earning from $1,000 to $1- 
499 a year which represents 30 percent 
of all those under the act in that wage 
class. If 1,000,000 men are called to the 
colors about 600,000 will come from this 
social security group which will mean 
that 3 percent of all those earning $1,000 
to $1,499 under the act will be called. 
A call for 2,000,000 men will remove 6 
percent from that wage class. 

There are 651,107 draft age men in 
the $1,500 to $1,999 wage class or 21 
percent of the total people earning that 
amount; 166,663 earn from $2,000 to $2,- 
499 or 12 percent; 47,404 from $2,500 to 
$2,999 or 8 percent and 32,238 earn $3,- 
000 or more a year or 4 percent of that 
wage class. 

If 1,000,000 men are called to service 
2.1 percent of all those earning $1,500 


to $1,999 will go, 1.2 
000 to $2,499 group, .8 percent of the 
$2,500 to $2,999; and .4 percent of those 
earning $3,000 or more. 

To those specializing on sales to those 
with larger incomes the draft will have 
little effect but as the average ordinary 


percent of the $2,- 


policy sold is about $2,000 much of the 


average business comes from the smaller 
wage earner. 

The situation does not call for any im- 
mediate alarm as the army’s physical 
facilities will necessitate a gradual de- 
velopment in army expansion. How- 
ever, an appraisal of the situation is 
worth while so as to readjust sales em- 
phasis to meet the situation. 


Camps Agency Has Best Month 


After closing its second year with the 
best month in its short history, the Man- 


uel Camps, Jr., agency of John Han- 
cack Mutual Life in New York City 
rolled un a July business 50 percent 


greater than the June record. 

Paid business for August is already 
ahead of all of last August. The agency 
ranked fifth in the company for paid 
business in July and ninth for the year 
to date. 


State Farm Service Pins 


New five, 10 and 15-year service pins 
are being distributed to 2,381 home office 
employes and agents of the State Farm 
companies by E. Mercherle, secre- 
tary. 

The pins show the home office build- 
ing in Bloomington, IIl., with the words 
“State Farm Insurance Companies” in a 
circle around the structure. State Farm 
has 1,230 five-year employes, 1,121 10- 
year, and 30 15-year. 


Ten Year, App-a-Week Record 
Dana E. McCutchan of the White & 
Odell agency of Northwestern National 
Life in Minneapolis has become the 16th 
of the company’s agents to complete 10 
consecutive years of membership in the 





~ 


Outdoor Bulletin Board 
for Public Relations Work 


A new idea in public relations, com- 
bining the principles of newspaper pub- 
licity and outdoor advertising to publich 
commend individuals and organizations 
for leadership and achievement, is pay- 
ing dividends for Great National Life of 
Dallas in establishing cordial relations 
with firms and persons with whom 
contact previously existed and 
strengthening relations with others 

Great National has set up in its home 
office city on a well traveled thorough- 
fare leading to the downtown section 
what is called a “congratulations” out- 
door display, by means of which Presi- 
dent S. J. Hay extends congratulations 
to Dallas citizens and concerns for ac- 
complishment. 

The display is a standard, illuminated 
outdoor bulletin board, which has been 
modified to carry out the “congratula- 
tions” theme. The word “Congratula- 


tions” has been spelled out atop the 
board in letters three feet high. The 
board proper is a_ standard painted 
board, except for an inset poster panel 


the name of the firm or 
individual commended. The poster panel 
is changed as frequently as important 
events occur or as often as individual 
achievements make news. The remain- 
der of the “copy” on the board will re- 
main unchanged throughout the life of 
the display. The entire “copy” thus 
reads ‘Congratulations to (name of con- 
cern or individual and reason for con- 
gratulations) from S. J. Hay, president 


which carries 


Great National Life Insurance Com- 
pany.” 
App-a-Week club. Mr. McCutchan 


joined Northwestern National in 1929 
and began his 520-week record of con- 
sistent production shortly thereafter. He 
has been awarded $100 cash—$10 for 
each year of membership—and a pair of 
silver candlesticks as a special 10-year 
award. 





HOLY TOWN LINCOLN RECEIVED 
SOME UNEXPECTED BUSINESS 









AMM — SMITH HAS 
MOYED... I'LL SEND HIS 
NAME TO THE PROSPECT 
EXCHANGE BUREAU 
IN THE H.O. 

















MR. SMITH HAS MOVED TO 
MR.LINCOLN'S TERRITORY -L'LL 
FORWARD THE INFORMATION ! 





WELL, WELL, ONE OF THOSE 
PROSPECT EXCHANGE BUREAU 
LEADS FOR ME THANKS TO AL JONES. 











( GLAD TO KNOW YOU, MR. 
LINCOLN. I THINK A LOT 
OF YOUR MAN ALBERT JONES 































THANKS, MR. SMITH , FOR 
THE INTERVIEW AND 







THE BUSINESS /! 











I, TOO, SEND ON NAMES OF MY 
PROSPECTS WHO MOVE. THIS PLAN s)) 
A BUSINESS AND GOOD WILL BUILDER. 





\ 


INDIANA 
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Partial Commniienna Savings Bank Man 


Held Dangerous 


All Factors in Operation 
Should Be Considered, 
Budinger Declares 


JOPLIN, MO. — “Comparisons of 


companies made by agents to discredit 





other companies in competition are usu- 
incomplete and therefore unfair, in- 

alid, and misleading,” J. A. Budinger, 
vice-president and actuary Kansas City 
Life, declared at the Missouri Life Un- 
derwriters Association’s annual meeting 
here. Such ¢ Marisons are more de- 







lic confidence in the life 
ess than comparisons of 
uestion the competing 
to meet its obligations 
Mr. Budinger 


structive of 
insurance 
net cost 


ders, 


io these comparisons 


iude all of the factors 
gether, determine the 
soundness and strength of a life insur- 
‘sually they are limited 


of some single factor, 





tality rate. character of 

1 other factors, 
whit are equally im- 
SO not even men- 
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4 the f Irs its operation, not 
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yy the aggregate effect of all factors.” 
Size Not a Factor 
to Mr. Budinger, is 
ion. If this is the domi- 
y the largest company 
atest 
fm t) itios is er- 
st companies base their 
nd lividend scales on 
which are derived from 
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ympany’s actual mortal- 
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company’s actual mortality 
h what it expects or antici- 
pates under its premium rates and divi- 
lend scales 
Factors Are Overlooked 
comparing net rate of interest 
ari Tact that 
1 policies and 
n non cipating com- 
an in the main, been adjusted 
not once but several times during the 
Mast lew years to meet this situa- 
tio The ne in int t income is 
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Furthermore, Mr 
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Ompanies usuallv have a Y 
eld while at the same time losses of 
principal ar ywer 
“ 
No “Best” hennieinnnis 
in comparing investments there are 
no adennite tacts to indicate that one 


lass of investment is either definitely 
perior or interior to all other cl: 
Every class of investment has 
dvantages and disadvantages, Mr 


ger asserted 
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I were in the field and could not 

id a comparison of companies, | 
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a Way tnat w substi- 


Presents Arguments 


30STON—The attitude of the pro- 
ponents of savings bank life insurance 


toward regular life insurance was 
brought out by C. B. Plantz, assistant 


vice-president New York Savings Bank, 
New York, before the annual meeting 
of the National Association of Mutual 
Savings Banks here. The talk was in 
answer to recent statements made by 
Roger B. Hull, managing director of the 
National Association of Life Underwrit- 
ers in which he urged open discussion 
of the savings bank life insurance situ- 
ation. 

Life insurance is a form of systematic 
saving, Mr. Plantz stated, and the policy 
reserves are in reality the accumulated 
savings of policyholders comparable to 
a bank’s depositors’ liability. He claimed 
that the life companies were providing 
banking facilities by permitting divi- 
dends to be left on deposit. “Although 
it may be entirely proper for the com- 
panies to provide such banking facilities, 
it is reasonable to assume that, if they 
did not, much of this money would have 
been deposited in savings banks.” 


Not to Replace Agents 


In answer to the charges that savings 
bank life insurance advocates are seek- 
ing to abolish the agency system, Mr. 
Plantz stated such a result is neither 
probable nor desirable. “Savings bank 
life insurance may supplement and test 
the efforts of that system. Certainly i 
is not prepared to seek to replace it.” 

Mr. Plantz held that the possible loss 
of a small percentage of income by 
agents through the re of over the 
counter life insurance, would be offset 
by increased public interest comparable 
to the stimulating effect of war risk in- 
surance. “Of course,” Mr. Plantz adds 
“with the ever increasing voluntary de- 
mand for insurance, the necessity for 
commissioned salesmen will tend to de- 


crease.” 
Will Buy Voluntarily 


To back up his statement that 
will buy life insurance volun- 
tarily, he cited examples of the inquiries 
receiv ed by several New York banks. 
‘Approximately 40 percent of the people 
applying for savings bank life insurance 


people 


have no other life insurance,” he held. 
Making the statement “that solicited 
policies and solicited savings accounts 


stick,” he declared that Massa- 
savings banks have experienced 
a better ratio of increase in business 
than have the regular companies. 

The main basis of Mr. Plantz’ argu- 
ment was that there is a sufficient de- 
mand for voluntary purchase of life in- 
surance and savings banks to provide 
over-the-counter facilities without pay- 
ment of commissions and savings banks 
offer the best means of satisfying such a 
demand. 


not 
chusetts 


do 


ATTACKS INSURANCE COMPETITION 

Another savings bank life insurance 
proponent gave a provocative talk before 
American Institute of Banking in 
Boston Charges that life companies 


the 


have changed their main function of “in- 
surers of lives” to “caretakers of the 
people’s savings” were made by C. S. 
Casady, executive secretary Savings 
Bank Life Insurance Council of Massa- 
chusetts. Life company assets have in- 
creased 63 percent in the last 10 years, 
compared to 13 percent for the mutual 
savings banks, he said 

It is estimated that between 5.16 and 
8.76 percent of the national income has 
gone into life insurance premiums dur- 


j 





ng the last 10 years, only part of which 


tute reference to, and discussion of, 
other company 

“The criticism of life 
by agents both in and out of competi- 
tion is destructive and damaging to that 
which is the very foundation 
business,” Mr. Budinger con- 


any 
companies made 
confidence 


of our 
cluded. 


has gone for actual protection, Mr. 
Casady said. “The investment phase of 
the business has become dominant. Cus- 
todians and competitors for the people’s 
savings is indeed the only term applic- 
able to the life insurance companies.” 


Worried About Social Security 


Competition provided by the social se- 
curity act was also decried by Mr. Cas- 
ady, which he said is bound to affect 
people’s ability to save in savings bank. 
If life companies continue to get from 
5 to 9 percent of the average man’s pay 
check and the government gets another 
3 or 6 or 9 percent, either the average 
man must spend less or save less than 
he did formerly, he declared. 

Mr. Casady prefaced his argument for 
savings bank life insurance with a dec- 
laration that “the commercial life insur- 


ance system, motivated by an army of 
commissioned agents, is an expensive 


method of saving.” He 
reducing the cost of life 
savings banks increase the 
purchasing power of the people. In 
support of his contentions he cited the 
survey showing the public’s attitude 
toward life agents. 

In addition to his public welfare ap- 
peal, Mr. ——— pointed out that inci- 
dentally, life insurance business was 
advant ageous to savings banks in bring- 


wasteful 
held that by 
insurance the 


and 


ing in new customers, reducing general 
overhead and in bettering public rela- 
tions. 


Western Mutual ‘Holds Rally 


FARGO, N. D—Western Mutual 


Life held its agency convention here 
with about 30 attending. Otto Haaken- 
stad, executive secretary, reviewed the 
progress over 10 years and pointed out 
that as much business has been done 


this vear as was done up to Dec. 
1 last vear. He said the company had a 
larger increase of insurance in force “ef 
ready for this vear than it had in all « 
1939. 

A. R. Bergesen, president; Dr. R. H. 
Lewis, medical director, and M. E. 
Bachmann, manager of the Retail Credit 
Company, spoke. At the banquet M:. 
Bergesen presided and introduced sev- 
eral of the staff members and officers 
and presented Governor Moses. 


Marks Is Marathon Winner 

David Marks, Jr., won the “applica- 
tion marathon” conducted by the New- 
ark agency of the Mutual Life of New 
York, under the supervision of Manager 
H. J. Fett. Among the newer members 
of the agency, J. J. Kovalcik, Jr., and 
Serafino Colosimo were winners. All 
three will receive silver cups at a lunch- 


eon in Newark Sept. 5. 


already 


Service Life on Mail Basis 


Life of Omaha has started 
mail, following a year's 


The Servic e 
selling direct by 


study of that plan of operation. Com- 
pany officials are quoted as saying that 
their study revealed that much less of 
the premium dollar is necessary to op- 
erate by mail than under the traditional 
agency plan: that a larger volume of 
new business can be obtained by mail 


larger 
‘mains 


and that a 
business re 


agents, 
the new 


than through 
percentage ot 
on the books. 


Provident Mutual Meetings 

The Mutual Life 
three conventions this year. 
The in the spring on 
the Pacific Coast. The second one will 
be at the Edgewater Beach Hotel, Chi- 
cago, starting Sept. 9, for the Mississippi 
Valley section including the southern 
states. Then there will be another at 
\tlantic City, Sept. 8 for the eastern 
seaboard. 


Grider 


H. H. Grider, Jr., of the 
Bradstreet agency of the New England 
Mutual Life in Los Angeles was pre- 
sented with the ‘most valuable associ- 
ate” award by the general agents at the 
open house and luncheon of the agency 
on its eighth anniversary. 


Provident will hold 
regional 


first one was held 


“Most Valuable Associate 
Hays & 
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Bankers Life 


Personalities 
in the 
News of Late: — 


Smash success was Minneapolis, Min- 
nesota’s, first ““Aquatennial’” staged in 
July. Among the events offered the two 
and one-quarter million spectators was a 

“hole-in-one” contest. Chairman of that 
event—Bankers Life Agency Manager 
R. E. Shay. “Bob” hit three balls to 
start the contest, plunked his first and 
second shots within two feet of the cup, 
and the third a mere four feet away 
under the rules would have scored 280 
points and would have been easy winner 
of the contest but ruled himself ineligible. 
Bankerslifeman V. LeVoir was an- 
other Aquatennial celebrity as Master of 
Ceremonies of the Aqua Follies. 


Beloit, 


ing a home 


Wisconsin, Lions Club, boost- 
town rodeo and visiting 


Janesville, proposed to announce its ar- 


rival with an aerial bomb. To Bankers- 
lifeman C. S. “Sid” Renier, General 
Chairman, was assigned the job of set- 


ting off the bomb. Something went 
wrong. The bomb burst in his face 


fractured his jaw, sent him to the hos- 
pital for several weeks. He's up and 
around again, a little weak from eating 
through a straw but hoping soon to get 
his talking equipment performing norm- 
ally. 


Piscatorial prowess by Bankerslife- 
man Walter Sharnborg, Bellevue, lowa, 
landed him a four and _ three-quarter 
pound trout the other day, admittedly 
the largest of its species ever caught in 
waters of the locality. That happened in 
July and in the same month, Walt was 
writing $50,000 of new business. 


Joan Schoembs, Cape Girardeau, 
Missouri, journalism student at Western 
Reserve, Cleveland, is catching on to 
Fourth Estate tricks. Home on vaca- 
tion, Joan read Architectural Record’s 
lavish description of Bankers Life Com- 
pany's new Home Office building, wrote 
her own story, proudly saw it printed in 
the Cape Girardeau News. Joan's dad is 
Bankerslifeman E. O. Schoembs. 


“Bankers Life Special,’ trim stream- 
lined Soap Box Derby entry in the 
Springfield, Illinois, race, finished “in 
the money” under the skillful guidance 
ot young Don Tate, son of Bankerslife- 
man Morris G. Tate. Cheering Don on 
was his sponsor, Bankerslifeman Paul 
McCray, alert advertiser. 


Having rounded out two full years of 
\pp-A-Week Club membership, Bank- 
erslifeman J. Russell Jones, Grand 
Rapids Agency, announced his ambitious 
goal—twenty continuous years of App- 
\-Week production. 
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"Coronet" Magazine Exposes 
Reprehensible Racket 


The 


azine 


“Coronet,” Chicago monthly mag- 
published at 919 North Michigan 
avenue, has in its August issue a con- 
tribution called “Rackets in Insurance” 


which is well written, well authenticated 
and conveys excellent information to 
policyholders. It deals largely with di- 
rect mail outfits that may be licensed 


in their own states but do business in 
others without being admitted. Chiefly 
these bootleg companies are assessment 
benefit concerns that shave claims, deny 
liability on policies and use other meth- 


ods to get rid of paying their just obli- 
gations 


Specific Cases Are Cited 

It speaks of J. M. Minnec of Berwyn, 
Ill. who was sentenced to four years 
in Leavenworth prison for operating the 
Lincoln Mutual Aid and Cosmopolitan 
Mutual Benefit, which had 30,000 pol- 
icvholders. A Littlejohn of Spring- 


field, Ill, anothe er notorious operator, 
collected some $2,000,000 in premiums 
and paid 20 p ercent in benefits. He was 


sentenced to eight years in Leavenworth 
and committed suicide. He at one 
time had a live stock insurance company 
and promoted various concerns, all do- 
ing business on a more or less fraudu- 
lent basis. 

“Coronet” says Texas is typical 
of some states. The number of policy- 
holders in concerns of this kind in Texas 
is said to be 600,000 in more than 150 
Texas companies. Some of these have 


that 


settled claims for as little as $2.90 on a 
$1,000 claim. One company paid 61 
death claims for less than 50 cents on 


the dollar. 
From Wisconsin to Delaware 


Death and disability benefits are the 
chief indemnities offered by these out- 
fits, although some write hospitalization, 
burglary and holdup, etc. It tells about 
G. W. Crouch, 138 West Gorham street, 
Madison, Wi is., who operated the Fed- 
eral Life & Benefit. He wrote no pol- 
icies in Wisconsin but finally the Wis- 


consin insurance department was able to 
close down on him. He went to Wil- 
mington, Del., and obtained a license 
for the Federal Life & Benefit in that 
state. 

“Coronet” despite 
surance laws such companies are 
ing widely 
every 


our in- 
operat- 
via the mails in practically 
state and their annual swag runs 
into millions of dollars. It may be a 
long time before all these potential 
‘beneficiaries’ know what they should 
know today, that their policies are boot- 
leg and like all bootleg products their 
chief value is their appearance.” 
“Coronet” calls attention to the nu- 
merous loopholes in state insurance laws 


“through which the rats of the insur- 


says, “So 


ance business can easily squirm.” Yet 
the writer of the “Coronet” contribution. 
F. W. Brock insists that there should 
be some permanent solution and he says 
that the only possible one is a fed- 
eral law. He called attention to the’ 
fact that the T.N.E.C. investigation of 
life insurance entirely ignored the sub- 
ject of “bootleg insurance.” 


Burial Associations 


A number of burial 
come into existence and they are roam- 
ing over the country seeking whom they 
may devour. “Coronet” claimed that 
i180 concerns of the “gvp” variety were 
chartered in Colorado. Burial societies 
have been popular in the south and 
southeast and in most cases they are 
exempt from the provisions of the in- 
surance laws. 

“Coronet” says: 


associations have 


” 


“There is one way 
in which such rackets can be greatly 
hampered if not actually starved to 
death, and that is to get every prospec- 
tive purchaser of insurance to find out 
whether or not the company which of- 
fers him insurance of any kind is li- 
censed to deal in insurance in the state 
in which he lives. If the agent is not 
an acquaintance of years standing in the 
community, don’t take his word for it. 
Go to headquarters.” 








Foskett Advises Agents on 
Attitude Toward TNEC Quiz 


Although advising agents not to 
bring up the subject of the TNEC in- 
vestigation with prospects and_ policy- 
holders, H. W. Foskett, assistant -vice- 
president of Equitable of Iowa, in a re- 
cent talk, enumerated some of the ques- 
tions that policyholders occasionally ask 
on their initiative, and he suggested ef- 
fective answers. He made the talk at 
a sales conference of Missouri valley 
agencies of Equitable Life at Excelsior 
Springs, Mo 

Mr. Foskett advised that until such 
time as there is concrete evidence that 
something is being done or is about to 
be done which will adversely affect the 
interests of the policyholder, agents 
should refrain from discussing the situa- 
tion with their clients. 

\t present there are fears of what 
may be done as a result of the TNEC 
investigation, but insurance men are not 
disturbed by what has already been 
done, 


Possible Adverse Moves 


Until the interests of policyholders 
are adversely affected, he said, insur- 
ance people have no right to expect 
them to be interested or to help insur- 
ance interests out of their troubles. He 
suggested several steps that might be 
taken that would adversely affect policy- 
holders, such as undermining the agency 
system, impairing the quality of man- 
agement, either by limiting the oppor- 
tunities individual achievement or 


tor 


into the 

investment 
or weaken- 
supervision. 


by injecting political factors 
directorate, subjecting the 
policies to political control, 
ing the system of state 

Mr. = Foskett particularly warned 
agents against using in a competitive 
way against other companies anything 
in the record of the TNEC hearings. 

Here are some of the questions that 
he said policyholders may occasionally 
be expected to raise: 

“Have not the premium rates charged 
by all the companies been fixed by 
agreement between officials of the com- 
panies? 

“Ts it not true that premiums for in- 
surance are higher than they should be 
because an obsolete table of mortality 
is used, when on the other hand a mod- 
ern mortality table is responsible for 
the recent increase in annuity premiums? 

“What about the high lapse ratio of 
insurance contracts and the resulting 
losses of untold millions to the policy- 
holders? 

“Is it not true that there has been 
a particularly high turnover in the sales 
organizations of life insurance compa- 
nies and has not this turnover been 
largely responsible for the high termi- 
nation rate of life insurance? 

“Has not the investigation indicated 
that the present method of electing di- 
rectors of the mutual companies tends 
to perpetuate the management? 

“Ts is not true that interlocking 
torates lead to favoritism in the 


direc- 
busi- 


Neb. Withdraws Approval 
of Aviation Restrictions 
for More Than Two Years 


LINCOLN, NEB.—Accepting as final 
the decision of the supreme court in the 
Republic National Life case, although 
the company has four weeks in which 
to file a request for a reargument, B. B. 
Gribble, actuary for the Nebraska de- 
partment, is sending out to all life com- 
ses notice that effective immediately 

the department is withdrawing approval 
of all policies, endorsements and rider 
forms which contain a provision making 
policies contestable after two years for 
death resulting from operating or riding 
in an airplane. He is also requesting the 
companies to inform the department 
without delay of the titles and form 
numbers. 


Department Policy Reversed 


Director Smrha said this is a reversal 
of department policy that has been fol- 
lowed for 10 years, but that he had be- 
come convinced some time ago that his 
predecessors in office had not correctly 
interpreted the law, and the application 


of the Texas company for approval of 
such a rider gave an opportunity for a 
test. The department has approved such 


riders in the past in a considerable num- 
ber of cases. He pointed out that under 
the court interpretation these riders are 
now valueless, as their attachment to 
existing policies would constitute no 
defense where the contestable period has 
expired. 


Dallas Managers Plan Program 


The advisory committee of the Life 
Insurance Managers Club of Dallas has 
started work on the coming year’s pro- 
gram. Before the first meeting in Sep- 
tember the program committee will 
make a membership survey to determine 


the type of programs desired by man- 
agers and general agents. The advisory 
committee, composed of club officers, 


immediate past president and chairman 
of standing committees, is the club's 
planning board. 


Plan Ala. University Course 


Plans for a life insurance course at 
the University of Alabama were out- 
lined by Dean Lee Bidgood of the de- 
department of business administration 
at the August meeting of the Life Man- 
agers Association of Birmingham. Ala- 
bama life managers together with the 
Alabama C. L. U. chapter will sponsor 
the course, which will be open to sen- 
iors in the business school who show an 
appetite for a life insurance career. 


Georgia Tax Case Up 


ATLANTA—The Northwestern Mu- 
tual Life, in order to avoid payment of 
taxes on mortgages and notes, and to 


settle the question for future guidance in 


the returns to tax officials, has filed an 
injunction against Fulton county tax 
officials, seeking to prevent the collec- 


tion on life notes and mortgages in the 
county. It is another step in the three 
year legal engagement, over whether or 
not the notes and mortgages are tax- 
able, or free. 

The Northwestern, in its petition 
claims that its home office is in Milwau- 
kee, where the company is incorporated 
and that its taxable situs lies there and 
not in Fulton county. 


ness transactions of the companies? 

“Is it not true that officials of certain 
life companies have been 
breaches of trust? 

“Are not such losses to policyholders 
as a result of official malfeasance a re- 
flection on state supervision? 

“Is it not true that the institution of 
life insurance is so big that it has be- 
come unwieldly? 


“Why should so much emphasis be 
placed upon the growth of the compa- 
nies? 


“Would it not be just as well from 
the policyholder’s standpoint if his com- 
pany remains stationary?’ 








guilty of 
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Opportunity for More Coordination 


TNEC inves- 
Washing- 
that 
observers 
that 
lack of coordination among life 
The fact that there is 
no clearing house for information from 


IN CONNECTION with the 
life 
there 


tigation of insurance at 
ton, D. C. 


presented itself to 


was one feature 


intelligent 
with considerable emphasis and 
was the 
insurance people. 
from 


various sources and no office free 


control that is in a position 


real 


tompany 


to offer information of value to 


those in public office or others seeking 
it is being recognized, especially by leg- 
islators. 
Evidently 
of public 


there is suspicion on part 


officials of what might be 


termed in a general way “company in- 
Nevertheless 
organizations of various kinds 


formation.” from the 
company 
there is a wealth of splendid material 
and yet it is lost in the desert air as no 
culling 
from it that is 
highly illuminating and impressive. 
The National 
ance Agents has an assistant secretary 
resident in Washinton, D. C., 
a real piece of constructive work 


one is collecting it, digesting it, 


factual information 


Association of Insur- 
who has 
done 
in getting in touch with any bureau or 
that 
any branch of insurance other 


commission there has to do with 
than life. 
He knows his way around, so to speak. 


He 


their line 


knows what men are key men in 


that 
insurance 


and those have primary 


authority over features. He 


gathers information for the members all 
and 
of what he offers him- 


over the country gets information 
for them outside 
self. Thus when any 
ganization Washington 


lost or effort 


official his or- 


visits there is 


no time misspent in get- 


ting at the source. He has made 
himself valuable not only to his own asso- 


ciation but to people in the bureaus and 


proper 


to the congressmen. They realize that 
he is not a company man, that he speaks 


The Na- 
Agents 


for the great army of agents. 


tional Association of Insurance 


is doing in a small way for its own 


members what could be accomplished 


in a far greater measure by the life 
agents. 

now, there is no one to 
authority can go 


information of 


As we see it 


whom those in and 


secure life insurance 
There is no one gather- 
and 


various kinds. 


ing material from various sources 


distributing it. It seems to us that here 


is an opportunity for constructive serv- 
ice that might well become a public re- 
lations enterprise of great value in many 
different directions. 

It is quite apparent that congressmen 
at Washington, 
New York City 
believing that they 


and others in authority 
D. C., look 


organizations, 


askance at 
repre- 
sent to a large extent senti- 
What 


is to get the 
and policyholders without any coloring. 


company 


ment. these people evidently 


desire viewpoint of agents 


Need for Responsiveness to Youth 


In company or agency administration 
one of the most vital factors affecting de- 
velopment and growth along normal lines 
is keeping constantly in touch with the 
time, with modern demands, with 
changes that have a real influence on 
business. Unfortunately, we find in some 
organizations too much age at the top. 
We do not refer to age as a universal de- 
terrent. Some men are old at 50. Others 
are young at 75. We do contend, 
ever that the executive head, regardless 
e, must be young in spirit, respon- 


how- 


of ag 
sive to new ideas, and not set in concrete 
so far as fast rules of procedure are con- 
The man at the head must ever 
listen to the voice of youth. Younger 
people have a different slant on life from 
Their conceptions and ideas 


cerned. 


the older. 
at their age differ materially from what 


concerned their forbears at the same age. 


‘daring. 


Once an enterprise becomes static, takes 
things for is complacent and 
with then 


granted, 
satisfied itself, deterioration 
sets in. 

There must constantly be young blood 
injected into an institution. When the 
executive head does not have his ear to 
his eyes open and his mind 
and 
reactionary feeling all 
the line. Real progress is shut out. 

This is a day when changes are rapid, 
when_ public 
Those 


the ground, 
ideas, 
along 


responsive to new modern 


there is a 


when demands are new, 
thinking has changed materially. 
responsible for an insurance company or 
must be radical or too 
However, they must be able to 
adapt the institution to the changing 
times. It should be elastic and be able 
at any time to adapt itself to the actual 


day. 


agency never 


needs of the 


Training in a Financial Course 


A couRsE in college intended for 
those particularly interested in finangial 


operations of life companies is an en- 


tirely new departure. Yet this year the 
American Life Convention in connection 
with Indiana University at Blooming- 


Ind., devised a course that proved 
eminently The Financial 
Section of the American Life Conven- 
responsible for this move- 
that A. B. 
Cunningham, Western 
Life, was chairman of the Financial Sec- 
tion he that 
would be of practical value in educating 
that had to do with the financial 
operations of a There were 
75 students enrolled in the first course 


ton, 


successful. 


tion is chiefly 


ment During the time 


vice-president 
recommended a_ school 


those 
company. 


and it included seven company presi- 
dents, 15 vice-presidents and 13 treasur- 
ers. The investment seminar will be 


continued. 

have 
been no need for a post-graduate course 
of this kind. Today the financial depart- 
ment of a life company taken on 
new stature and with it tremendously 
added difficulties and problems. There- 


Some years ago there would 


has 


ae 16, 1940 


fore, financial officers have seen the 
value of getting scientific and practical 
information regarding various forms of 
The success that met this 


the opinion of those 


investments. 
adventure justifies 
that sponsored it. 

The study course was arranged so that 
an exploration could be made as to the 
basic economic factors that are at work 
today and their proper relationship to 
the investment policy of a life company. 
lecturers were men of promi- 
experts in their line. Consider- 
was given to mortgage 
real estate, both urban and 
ioney, credit and interest rates, business 
cycles and kindred subjects. Altogether 
it was a very enlightening and enriching 
benefits will undoubt- 
the companies 
taking — the 


The 
nence, 
loans 


able study 


and rural 


prograi whose 
recognized by 


by officials 


edly be 
represented 
course. 


PERSONAL SIDE OF THE BUSINESS 





William McDonald, Phoenix Mutual 


Life, has been elected president of the 
Memphis, Tenn., junior chamber of com- 
merce. 


M. A. Hyde, vice-president of Secur- 
ity Mutual Life of Nebraska, has retired 
from the Lincoln library board, of 
which he was vice-president and a mem- 
ber for nine years, as has H. T. Dob- 
bins, for years Lincoln correspondent of 
Tue NATIONAL UNDERWRITER, who had 
been a member 43 years and president 
eight years. 

L. F. Larson, general agent North- 
western Mutual Life, Portland, Ore., 
was awarded a scroll as an outstanding 
alumnus of the college of commerce 
and business administration, University 
of Illinois. Mr. Larson graduated in 
1903 and immediately joined Northwest- 
ern Mutual, having been with it 37 years. 
He has been general agent for 24 years, 
11 in Kansas City, and 13 in Portland. 

O. Lynn Smith, Wichita general agent 
Connecticut Mutual Life, is recuperat- 
ing from an emergency appendectomy at 
St. Francis Hospital in Wichita. He 
was stricken in his office, necessitating 
an immediate operation, as the appendix 
had ruptured. 

Harold Van Every, University of 
Minnesota football star, who signed a 
Bankers Life contract in the Twin City 


agency recently and in his first two 
weeks wrote ten paid-for applications 
totaling $15,000 will be on the college 


all-star team which plays the Green Bay 
Packers in Chicago Aug. 29. 

Walter Cluff, director of educational 
department at the head office of the 
Kansas City Life, has been on a vacation 
for three weeks at Misquamicut Beach, 
Westerly, R. I. One of the reasons he 
went east at this time was to attend 
the gathering of the Clough-Cluff de- 
scendants and to form a _ permanent 
family society. The clan gathered at 
Exeter, N. H. Mr. Cluff was chosen 
as the first president. He was primarily 
responsible for bringing the descendants 
together. The names of some of the 
members of the clan have been changed, 


the original being John Clough (Joe 
Cluffe) who migrated from England to 
this country at the age of 23, landing in 
Boston, in April, 1635. All of the 
Cloughs, including variations of the 
name, in this country are said to trace 
their ancestry back to this early settler. 

B. A. Notzon, superintendent of agen- 
cies for the Great Plains division of the 
New York Life, was honored at a dinner 
in Kansas City on his 35th anniversary 


with the company. About 52 members 
of the Kansas City agency, of which 
he has been manager since 1926, at- 


tended. Mr. Notzon has been superin- 
tendent since 1934, with supervision over 
the St. Joseph, Wichita, Pueblo and 
Denver offices, along with Kansas City. 
Each of the offices held a production 
campaign in July for Mr. Notzon, and 
showed increases over 1938 and 1939. 
Kansas City had the largest July since 
He started with the company in 
1905 as office boy at San Antonio. He 
was transferred to St. Louis, became an 


agent in 1910, agency organizer in 1911, 
and then agency director. 
Lawrence McDaniel of St. Louis. 


who was nominated for governor on the 
Democratic ticket in the Missouri pri- 
maries, is the father-in-law of Harold 
R. Colbert, who is on the editorial staff 
ot “Life Insurance Selling” of St. Louis. 

Commissioner Woodward of Texas, 
who has been seriously ill, is reported 
to be making slow progress and his doc- 
tors now believe that he will recover 
from the attack. 

Roy Le Craw, general agent for 
Georgia of the State Life of Indianapolis, 
has announced his candidacy for mayor 
of Atlanta in the election in September. 

Miss Elizabeth Seifried, daughter of 
Mr. and Mrs. Walter M. Seifried, Ci 
cinnati, has selected Sept. 10 as the date 
of her marriage to Charles M. Williams, 
executive vice-president, Western & 
Southern Life. 


Distribute Millionaire Davies’ booklet, 
“Why I Bought Life Insurance,” to pros- 
pects. 8 for $1. Order from Nationa! 
Underwriter. 
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DEATHS 


James Augustine, 50, secretary and as- 
sistant treasurer of the Virginia Life & 
Casualty, died at his home in Richmond. 
He had been an ofhcer of the company 
17 years, going with it when it was ac- 
quired and reorganized by a group of 
Richmond insurance men. Originally 
operated as a sick benefit company, it 
has confined its operations chiefly to 
writing ordinary and industrial life since 
being reorganized. His brother, R. B. 
Augustine, Richmond local agent, is a 
director of the company. A. O. Swink, 
former president of the Atlantic Life, is 
chairman. 

Mrs. C. W. Halfhill, whose husband is 
a director and district agent of the Ohio 
State Life, died at her home at Mercer, 
O., after a long illness. Mr. Halfhill is 
one of the company’s oldest representa- 
tives. 

A. A. Chamberlain, 80, for more than 
50 years an employe of the Massachu- 
setts Mutual Lite and its chief account- 
ant since 1912, died at his home in 
Springfield. 

Hugh B. Keck, 57, general agent 
Northwestern National Life in Chicago, 
died suddenly Tuesday morning from a 
heart attack in his office. He had been 
in the insurance business for the last 35 
years. Mr. Keck was formerly an official 
of the old United States Life & Annuity 
of Chicago. Apparently in the best of 
health, he suffered a heart attack while 
in his office, and succumbed almost im- 
mediately. Mr. Keck made a consist- 
ently good record during his service 
with Northwestern National, both as a 
personal producer and as general agent. 
His office is one of three agencies in 
Chicago, the other two being the R. J. 
Wiese Agency and Cramsie, Laadt 
& Co. 

Verner Leckie, 47, director of adver- 
tising of the Occidental Life of Los 
Angeles, died from a heart attack while 
on a business trip to San Francisco. He 
joined Occidental in 1935 with the Hoyt 
Leisure agency in Los Angeles after a 
varied experience. A native of Joliet, 
Ill, he left Beloit College to become 
successively a newspaper editor in Joliet, 
an instructor in the British Royal Flying 
Corps, and a foreign correspondent for 
several years in England, returning to 
become a special writer for the Chicago 
“Herald-Examiner.” From 1921 to 1928 
he was vice-president of a Chicago ad- 
vertising company. His monthly broker- 
age letters for the agency and his writ- 











Veteran Travelers Manager 
Dies Following Operation 





Otto A. Piggott, manager life depart- 
ment Critchell, Miller, Whitney & Bar- 
bour, Chicago, died 
as the result of a 
blood clot following 
an operation — per- 
tormed recently to 
remove _ intestinal 
obstructions. He 
had been in a hos- 
pital for about two 
weeks under ob- 
servation. Mr. 
Piggott for more 
than 20 years man- 
aged Critchell, Mil- 
ler’s life depart- 
ment, which was 
general agent of 
lravelers, and had been associated pre- 
viously for about 15 years with Trav- 
elers, He was manager in Rochester, 
N. Y., for a number of years, then was 
transterred to Chicago as “ouytstate” 
manager of Travelers, handling all of 

Illinois except Chicago and Cook 
county. Later he was for a time mana- 
ger in Peoria, Ill, before going with 
Critchell, Miller. Mr. Piggott would 
have been 64 years of age in September. 
His son Aubrey is in charge of the life 
department of Rollins -Burdick- Hunter 
Company in Chicago. 





0. A. Piggott 


ings for the company’s house organ 
attracted wide attention and in March, 
1937, he was appointed to the newly 
created position of director of adver- 
tising. 

He had gone to San Francisco to take 
charge of the agency there following 
resignation of John J. Valentine as man- 
ager, pending appointment of his suc- 
Mr. Valentine plans to remain 
with the Occidental Life in personal 
production. Before joining that com- 
pany several years ago, he was a unit 
manager for the Equitable Society in 
San Francisco for many years. 


cessor. 


“AGENCY CHANGES 


Hannibal General Agent 


Everett E. Maves has been appointed 
general agent of the American Mutual 
Life for the Hannibal, Mo. territory. 

Mr. Mayes, a native of Missouri, first 
entered life insurance in 1930 as an agent 











EVERETT E. MAYES 


of the New York Life. Since 1932 he 
has been with the Equitable Society. 

He has served as president of the 
Northeastern Missouri Life Underwrit- 
ers Association and as state and national 
committeeman. He will be in charge of 
six counties in northeastern Missouri, 
with headquarters in the Hornback 
building, Hannibal. 


Woods Made Oswego Manager 


R. M. Woods, former general assist- 
ant manager in Pennsylvania and upper 
New York State for the Metropolitan 
Life, has been appointed manager of 
the Oswego, N. Y., district. He suc- 
ceeds F. W. Heimerle, who has retired 
after 31 vears of active service. 

A native of Jamestown, N. Y., Mr. 
Woods joined the company in 1933 as an 
agent in Elmira, N. ¥Y. Promoted to 
assistant manager two years later, he 
was assigned to the Corning, N. Y., dis- 
trict, where he remained until 1937 when 





SUPERVISOR WANTED 
Established Chicago Life Agency of a 
90 year old New England Company has 
opening for supervisor to recruit, train 
and assist men in the field. Must be a 
college graduate, under 35, with a suc- 
cessful selling record. Previous supervis- 
ery experience not required, but must be 
well acquainted in Chicago. The man se- 
lected will be assisted in every possible 
way to become a General Agent. Our 
own men know of this ad. Address 
M-2, The National Underwriter, 175 W. 
Jackson Blvd., Chicago, Il. 








UPPER BRACKET 
MAGAZINES JOIN 
LIFE ON UNION CENTRAL 


ADVERTISING 
SCHEDULE 


Fortune, Time, Newsweek, Business 
Week to carry special campaign appee'- 


ing to large insurance buyers. 


Regular cam- 
paign continues 
to reach Life's 
tremendous cir- 
culation— 
18,000,000 
readers. 


UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 
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he was appointed field training instruc- 
tor. He was promoted to general assist- 
ant manager in July, 1939. 


H. H. Mendell Is Advanced 


L. A. Deininger, for the last 11 years 
agency manager of the Northwestern 
National Life at Dayton, O., has 


changed to a personal production basis. 
H. H. Mendell is appointed as his suc- 
cessor. The offices have been moved to 
the Reibold building. Mr. Deininger has 
been in charge of the Dayton office since 
September, 1929, and has been an out- 
standing personal producer. Mr. Men- 


dell is a graduate of Purdue. He has 

been in life insurance work since gradu- 

ation. 

Graham to Protective Life 
Winchester Graham, who was general 

agent of the Atlantic Life in Columbia, 








S. C., for many years, has been named 
general agent of the Protective Life of 
Birmingham. Mr. Graham has been in 
life insurance work 25 years 


Slobodkin in Boston Post 

Slobodkin of Brookline, 
associated with 
a broker, agent 
lesignated gen- 


Hyman E., 
Mass., for seven years 
Security Mutual Life as 
and supervisor, has been 


eral agent for the company in the 
Boston area with offices at 100 Milk 
street. 


Fred Smock Louisville Manager 
Kk. Fred Smock, forn erly 
Huntington, W. Va., has 
ferred to Louisville, as 
Jefferson Standard. 


manager at 
been trans- 
manager by 


George Allen, formerly district man- 
ager at Harlingen, Tex.. under the San 
Antomo agency, has been made man- 
ager at Huntington 
Meade with Mutual Trust Life 

H. P. Meade, for 22 years with the 
Equitable Life of Iowa in central Iowa, 


has been named Marshalltown, Ia., gen- 
eral agent for the Mutual Trust Life. 
Mr. Meade was general agent for the 


I.quitable for 20 years and for two years 
he has been special representative. 


Dozier with Columbian Mutual 


Robert A. Dozier, who has had ten 
years experience in insurance in Mem- 
phis, has been made general agent there 
by the Columbian Mutual Life. 


Another Big One for Taggart 


Grant Taggart, California-Western 
States Life, Cowley, Wvyo., the promi- 
nent million dollar producer, just re- 


cently wrote his second $100,000 case of 
the year. Mr. Taggart’s business con- 
sists of smaller sized policies and a case 
of that dimensions is rare in Mr. Tag- 
gart’s experience. On his first $100,000 
case this year, his company sent out 
a statement that this was the first sale 
of that size that he had ever made but 
Mr. Taggart refutes that, saying that 
he has had others of that size in the 
past. Mr. Taggart is not only a very 
substantial producer but his conserva- 
tion record is good. In a recent survey 
his ratio was shown to be 80.1 percent. 


_union’s request for 


a UNEERWEITER 





R. A. DU FOUR 
R. A. DuFour, who has just been 
appointed general agent in Washington, 
D. C., by the Pacific Mutual Life, has 
been with the Massachusetts Mutual in 
that city. He is vice-president of the 
Life Underwriters Association of the 


District of Columbia and was one of the 
founders of the Life Insurance Trust 
Council there. 


INDUSTRIAL 


Industrial Agents Held Not 
Contractors; Can Unionize 


MADISON, WIS.—Ruling of the 
Wisconsin state labor board that indus- 





trial life agents are not independent 
contractors within the meaning of the 
labor act, and are therefore privileged 


to organize a union and bargain collec- 
tively with their employers, has been 
upheld in circuit court here by Judge 
Hoppmann. The board’s decision had 
been appealed by the Metropolitan, 
John Hancock and Prudential. Litiga- 
tion began in March, 1939, when the In- 
ternational Union of Life Insurance 
Agents appeared before the labor board 
seeking the right of collective bargain- 
ing for members in Milwaukee, Racine 
and Kenosha. 

In overruling the companies’ conten- 
tion that the industrial agents are inde- 
pendent contractors and had no right 
to unionize or petition for redress of 
erievances, the court also denied the 
a decision on charges 
of discrimination and espionage, once 
dropped, on the grounds that they had 
not been brought before the labor board. 


Agent's Unique Record 


Agent W. S. Colwell of 
Casualty at Gadsden, Ala., 


the Life & 
has a unique 
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record. For the last 14 weeks he has 
maintained a perfect debit, with no ar- 
rears showing any time. During that pe- 


riod he carried advance pay of almost 
300 percent every week. In addition 
he has made only one decrease since 


taking this debit on Jan. 15 of this year. 
He has some ordinary to his credit. His 
goal is 600 percent net advance pay in 
his account. 


J. D. Cassidy Honored 

CINCINNATI—At a dinner given 
by the Western & Southern Life to 
J. D. Cassidy, superintendent of agen- 
cies, in observance of his 35 years’ 
service, he was given a golden plaque 
and certificate, certifying his attainment 
as a member of the Western & South- 
ern legion, service organization. It was 
presented by C. F. Williams, president, 
while C. D. Wolfe, Zanesville, O., man- 
ager, tendered a hall clock on behalf of 
the 45 district managers. Other speakers 
were C. M. Williams, executive vice- 
president; J. F. Ruehlmann and C. 
C. Stayman, vice-presidents; Lauren 
Schram, agency secretary; J. J. Doyle, 
publicity manager; A. O. Payton, W. O. 
Burns, C. F. Brawley, W. J. Williams, 
superintendents of agencies: J. R. Wil- 
liams, investment department; A. D. 
Bullock, Youngstown, and John De- 
Vaul, Akron. 


AGENCY NEWS 


Sun Life Philadelphia Outing 


The Philadelphia branch of the Sun 
Life of Canada held its annual outing 





at the Huntington Valley Country Club 
with L. V. Drury as manager. There 
were over 70 in attendance. Music was 


provided by members of the agency and 
their families. Manager Drury extended 


the greeting following the dinner. W. 
S. Penny, director of agencies, was 
present and gave an address. He 


awarded Macaulay Club certificates to 
16 agents. In this regard Philadelphia 
holds the company’s record for the year. 


Wins Persistency Plaque 
The Louis F. Paret agency of the 


Provident Mutual Life in Philadelphia 
and Camden, N. J., has been awarded 


the bronze persistency plaque for the 
best record of first and second-year 
lapse rates for the New Jersey-Philadel- 


phia group for the year ending 
The 
Jersey 


June 30. 
3ert Stowell agency in central New 
won the plaque last year. 


The Mansfield, O., agency of the Ohio 
State Life held its annual golf party 
this week with Frank L. Barnes, vice- 
president and agency director, as guest, 
of honor. John Daley, Jr.. won the 
honors at golf. 

The annual meeting and “funday” of 
the A. F. Gillis agency of the Provident 
Mutual Life in Newark was held at 
Pocono Manor Inn, Pocono, Pa. 


Set a new accident and 
record on Hoodoo Day, 
Write your company for 


Friday, 
details. 


Sept. 13 








YOU CAN'T 


A direct Home Office contract 
means increased earnings. 


Iss! 







If you are interested in a direct Home Office, 
General Agent’s contract, write J. DeWitt Mills, 
Vice Pres., for details of our agency proposition. 
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LIFE INSURANCE EDITION 











War Hysteria Must 
Not Impede Work 


\. J. MeAndless, president Lincoln 
National Life, addressed members of the 
northern Indiana agency at Lake Wa- 
wasee with the admonition: “Let us not 
be distracted from our real mission and 
duty by the unstabilized conditions 
which exist in the world today. ... In 
the final analysis the most important 
thing to most of us and to our families 
is what we ourselves are doing today 
and not what Hitler or Mussolini is 
doing. These disturbing conditions 
will pass away in time and we will find 
ourselves eventually in what ever posi- 
tion we have managed to achieve by our 
own efforts.” 

Since Hoosierdom is stirred by the 
notification at Elwood of one of its sons, 
Wendell L. Willkie, and his nomination 
for the presidency on the Republican 
ticket, General Agent V. J. Harrold 
used the occasion for background for 
his opening talk to the business session. 

“We are assembled to notify our de- 
pendable friend, John J. Thrift, that he 
is to be our standard bearer and to 
pledge him our support through the 
weeks and months and years ahead,” 
Mr. Harrold said as part of his opening 
talk. 

“His platformt and ours will endorse 
social security of the kind that saves its 
dollars in youth and invests a part in 
the soundest financial institution of 
modern times with the guarantee of 
comfort and leisure when shadows 
lengthen in sunset days. 

“His platform will urge that the 
strongest defense against the fifth col- 
umn activity of promoting financial 
chaos is the steady urge to save and the 
heroic resolve to safeguard all the tender 
traditions of the home. 

“The battle we better not lose is the 
one against the sinister suggestion that 
there is no use to plan and save and 
try to get ahead in this complex and 
cockeyed world.” 

Vice-president C. F. Cross and W. T. 
Plogsterth, director of publications, also 
spoke. F. B. Hall of Fort Wayne and 
Claron Veller of LaPorte, spoke briefly 
on their prospecting practices. 


Middle Western Agencies 
of Equitable Hold Rallies 


A series of field conferences and out- 
ings of Equitable Society in the central 
west was started Aug. 1 at Minaki 
Lodge, Ontario. W. L. Gottschall, di- 
rector of agencies, stationed in Chicago, 
is attending all of these meetings. An- 
other meeting was held at Lake Wa- 
wasee, Aug. 5-7 for the H. L. Rogers 
agency of Indianapolis. The Israel and 
Sacks agencies of Chicago will hold a 
combined meeting there Aug. 16-18; the 
Reno agency of Chicago, Aug. 19-20; 
the Hobbs agency, Chicago, Aug. 26- 
28, and the Lustgarten agency, Chicago, 
will hold its meeting in the Dells at 
Baraboo, Wis., Aug. 28-30. The Ryan 
agency of Detroit will meet Sept. 4-7 at 
Wawasee and the Golly agency of Pe- 
oria, Ill., Sept. 10-12 at Wawasee. 

Mr. Gottschall in his talk at all these 
meetings is stressing “Courageous Sales- 
manship,” showing that resourcefulness 
as well as grit is needed to lift the 
agents’ canvassing out of the rut. 


Plan Penn Mutual Coast Parley 

LOS ANGELES—The Pacific Coast 
conference of the Penn Mutual Life 
agencies has been set for Aug. 23 at 
Lake Tahoe. F. J. Curry, San Francisco 
general agent, is in charge of arrange- 
ments. F. M. McMillan, Los Angeles 
general agent, will preside at the ban- 
quet. President John A. Stevenson, A. 
E. Patterson, vice-president, and Wallis 
Boileau, Jr., second vice-president, will 
attend. 


Program Announced 
for Leaders Club 


Program of the Leaders Club con- 
vention of the Illinois Bankers Life in 
the Edgewater Beach Hotel, Chicago, 


Aug. 19-21, is announced. Hugh D. 
Hart, vice-president and director of 


agencies will preside in the business 
sessions Monday and Wednesday and 
also at the dinner Monday night. 

E. H. Henning, vice-president, will 
extend welcome in the Monday meeting 
and Arnold Joerns, Chicago association 
of commerce, will speak on “Have Faith 
in America.” 

O. F. Davis, manager accident and 
health department, will preside Tues- 
day when the program will include a 
talk by W. H. Wilson, manager Akron 
district office, on “Motivation,” with 
discussion by Manager E. W. Engelcke, 
Chicago district office; “Concentrating 
Efforts and Results,’'*by H. D. Ownby, 
general agent, vice-president Leaders 
Club commercial division, with discus- 
sion by H. W. Holl, general agent; 
“My Work,” G. A. Weaver, special rep- 
resentative, vice-president Leaders Club 
intermediate division, with discussion 
by M. L. Wiley, special representative: 
“Ten Minutes with an Old Timer,” 
by L. H. Kaufman, general agent, with 
discussion by J. E. Harriman, general 
agent: “Competition—If Any,” by O. F. 
Davis. 

Others on the Program 


Wednesday the program is: “Sales 
Ideas that Click,’ D. C. Fields, presi- 
dent Leaders Club, with discussion by 
G. G. Hopkins, manager National Cap- 
ital agency; “The Human Factor in 
Selling,’ W. B. Bauman, vice-president 
Leaders Club, with discussion by W. O. 
Hulsey, Oklahoma state manager: 
“How to Sell the Family Unit Policy,” 
H. E. Wood, manager Chicago agency, 
with discussion by Louis Willie, general 
agent: “Selling Larger Policies,’ N. C. 
Kibble, general agent, with discussion by 
J. L. Marks, general agent; “How to 
Sell the Arrow of Gold,’ J. L. Wallin, 
special representative, with discussion by 
V. H. Tompkins, home office repre- 
sentative, and an address by Mr. Hart 
on “Building the Illinois Bankers Life 
Assurance Company.” 

Entertainment features include a 
luncheon for ladies, tour of the N. B. C. 
studio and “Club Matinee” broadcast 
Monday, surprise luncheon for ladies 
Tuesday, baseball at Wrigley field, 
cruiser trip to Navy pier and moonlight 
cruise on Lake Michigan. 


Loyal Protective Agents to 
Meet in Boston Aug. 28-30 


BOSTON—Agents in 30 states and 
several Canadian provinces of Loyal 
Protective Life will gather here Aug. 
28-30 in annual convention to observe 
the company's 45th anniversary. There 
will be “open house” at the home office 
for three days. Entertainment will in- 
clude a sightseeing tour and clambake 
at Ten Acres in Framingham on 
Wednesday afternoon and evening; a 
boat trip on the Charles and into Bos- 
ton harbor Thursday afternoon, and a 
banquet in the evening and a special 
luncheon Thursday noon. 

Speakers, who will include many gen- 
eral agents and home office executives, 
are: Commissioner Harrington, Presi- 
dent J. M. Powell, Luther A. Fisher, 
general agent Reading, Pa.; W. B. Cor- 
nett. superintendent of agencies; Charles 
Lythe, claim examiner; W. G. Gates, 
general agent Cleveland; George Chand- 
ler, manager personnel service depart- 
ment: R. C. Lorenzen, agency instruc- 
tor, Chicago; J. P. Gray, field secretary; 
A. A. Conrad, Oakland, California state 
manager; E. B. Fuller, vice-president; 
C. U. Pugh, agency instructor, Colum- 
bus, O.; J. J. Richardson, state manager, 


Build Yourself — 
Build Your Business 


To the man ambitious to build his own Agency, 
The Old Line Life offers unlimited opportunity. 

We have developed an intensely practical training 
course, following modern selling trends. It gives the 
General Agent a step-by-step training schedule for 
new Agents and gets them into early production. 

Effectively and profitably it helps the General 
Agent to reach his goal. 

Write today regarding available territory in Illi- 


nois, lowa, Michigan, Minnesota, Ohio and Wisconsin. 


/asurance Company of America 


MILWAUKEE, WIS 


Say 


HOME OFFICE 


Writes Accident, Health, Juvenile, and in 


addition all popular forms of Life Insurance. 











E LIKE TO TALK 


about our Interview Plan System, be- 
cause it is something worth talking 
about. For example, in exhibit competi- 
tion recently at the Southern Round- 
table, Life Advertisers Association 
meeting our new mailing pieces won a 
Certificate of Excellence. 


Our system really gets prospects; and 
they are prospects who really buy! 
And the proof of this statement is 
borne out by the results, for our Field- 
men earn on an average of $13 in first 
year commissions for every $1 invested 
in the plan. 


For Agency Information Address 
Frank T. Limont 


General Manager of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Edward G. Simmons 


Executive Vice-Pres. 


Crawford H. Ellis 
President 
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@ The property management firms whose names are shown on this page have been selected after 
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ALABAMA ILLINOIS (Cont.) MICHIGAN OHIO 
ENGEL HOOKER and SLOSSON EQUITABLE TRUST COMPANY THE 
outh Dearborn RISWOLD STREET DETROIT, MICHIGAN HOWELL-VIGGERS 
REALTY COMPANY APPRAISALS ° CORPORATION 
Realtors & Insurors Property Management Property Management Certified Property Managers 
ales H 
MANAGEMENT SALES Leasing Appraisals Appraisals Sales 
LEASES APPRAISALS JOHN P. HOOKER, M. I. A. Mortgage Loans a 
BIRMINGHAM ALABAMA Complete Service Metropolitan Aves Sales econ ‘ mean &- 
J Trusts Estates Akron, Ohio 


Chicago, Dlinois 








ARKANSAS 





READ -STEVENSON & DICK 


INC. 
Property Management 
Sales—Leasi. 


ing 
Mortgage Loans 
A. C Reed Il R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 











CALIFORNIA 





Property Management 


SALES—INSURANCE 
Loans—Rentals 


Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 





PAUL STEINBRECHER 


AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 
REAL ESTATE 


7 S. Dearborn St. 
CHICAGO, ILL. 











INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. BRENNAN, INC. 


$28 Illinois Bldg. Riley 2315 


INDIANAPOLIS 





L. A. EWALD, INC. 


PROPERTY MANAGEMENT 
APPRAISALS — GENERAL 
REAL ESTATE 


L. A, Ewald, M. A. I. 
2536 Union Guardian Bldg. 
Detroit 

















y Met 


PROPERTY MANAGEMENT @ APPRAISALS 
MORTGAGE LOANS @ INSURANCE @ SALES 








600 GRIS WOLD ST., DETROIT 





HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 





Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 




















FLORIDA 





Property Management 
Mortgages—Sales 
Appraisals 


«. HAUGHTON -. 


COMPANY 
108 West Bay St. Jacksonville, Floride 





Klein & Kuhn 


Guaranty Building 
Indianapolis 


APPRAISALS 
LEASES 


Property Management 


SALES 





Raymond T. Cragin & Co. | 
Raymond T. Cragin, AL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 














H. G. WOODRUFF, INC. 


MORTGAGE LOANS 


Real Estate—Management 
Appraisals—Insurance 


Direct Correspondent 


or 
Life Insurance Companies 


Union Guardian Bldg. 
DETROIT, MICH. 











KANSAS 














ILLINOIS 





Ralph W. Applegate and Co. 


SALES AND LEASES 


PROPERTY MANAGEMENT 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


Chieage Real Estate Beard 
National Ass’n. of Real Estate Beards 
Chleage Beard of Underwriters 


Continental Ilinois Bank Bldg. 


CHICAGO 
FRANKLIN 7678 


Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES « RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 








MINNESOTA 


THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 


Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 




















M. R. WATERS & SONS, INC. 
BAKER BLDG. 


Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 


MINNEAPOLIS, MINN. 


Steller-Carpenter-Stofer, Ine, 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 














INDUSTRIAL - COMMERCIAL 


. MANAGEMENT SALES 
APPRAISALS RESEARCH 
— CHICAGO — 








GOODMAN ano HAMBLETON 


INC. 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LOUISVILLE, KY. 





KENTUCKY 
, PROPERTY MANAGEMENT Property Management and Sales | 
HARRING TON eo DUNN & STRINGER dinate 


INCORPORATED 


Empire Bank Building 
St. Paul, Minnesota 


McNeil S. Stringer, Prea 


Mortgage Loans 
Real Estate 








Property Management 


Appraisals Member of M.A.I. 


The Wm. J. Van Aken | 
Organization | 
1715 Euclid Ave. Cleveland, Ohio 
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Fond du Lac, Wis.; H. W. Nunn, chief un- 
ierwriter; G. S. Heath, treasurer; Rose 
F. gg he general agent, Pittsburgh; 
F. Thomas, state manager, Portland, 
Ore J. W. Martin, western field super- 
visor Portland. vege V. A. Larsson, 
agency assistant; C. E. Waddell, general 


agent, Detroit; H. K Jackson, general 
agent, Chicago; B. A. Heath, secretary; 
S. F. Conrod, actuary; G. L. Holm, 


state manager. Missoula, Mont.; G. J. 
Koehler, special agent, Cleveland; F. R. 


‘hompson, general agent, Grand Rapids; 
H. B. Jowsey. special agent, Ottawa, 
Ca Lowell Dunmire, special agent, 
ortland, Ore.: R. R. Chase, general 
agent, Syracuse N. Y. 

\ question and answer period will 
aie se the last morning session. The 


icipal speaker at the closing luncheon 
it be R. S. Moore, assistant superin- 
lent of agencies Midland Mutual 
LE fe. on “The Proper Mental Attitude.” 
E. B. Fuller, * e-president, will pre- 
the first day: W. B. Cornett, super- 
ndent of agencies, the second day, 








and J. W. Martin, Portland, Ore., 
ern field supervisor the third day. 


Regional Conference Held 
by Mutual Trust Life 


Mutual Trust Life held a regional 
convention of the northwest, midwest 
and central departments at Lake Wa- 
wasee, Ind., attended by about 200 
agents. Business sessions were held in 
the morning for three days with after- 
noons and evenings devoted to recrea- 
tion and entertainment. There was an 
“all-star” minstrel show, golf and soft- 
ball tournaments, and entertainment 
wound up at a banquet the last evening 
at which E. A. Olson, president, gave 
an address. Home office officials at- 
tending included A. B. Slattengren and 
Raymond Olson, vice-presidents; I. L. 


west- 





Grimes, secretary; Dr. A. A. Wil- 
lander, medical director; H. A. New- 
hart, agency secretary; W. R. Goode, 
C. E. Menor, Jr., L. and 


A. Hultgren 





OHIO (Cont) 


TEXAS (Cont.) 





REAL ESTATE 


Property Mgm’t. Mtge. Loans 
Appraisals Surety Bonds 
Insurance Sales 

F.H.A. Approved Migee., 


CONSULT 


Wm. P. Zinn & Co. 


Dependable since 1906 
he Employees 
your service. 


37 North Third St. Columbus, Ohio 








GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 





OKLAHOMA 
| UNITED SERVICE AND RESEARCH 


INCORPORATED 
Terminal Building 
* OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 
Appraisals Real 
Loans 





Estate 
Management 
Sales—Leases 


| BRANCH OFFICES 

| Metropolitan Bank Bidg. 81 Madison Bids. 
| Minneapolis, Minn. Memphis, Tena. 
j Buh! Bldg. 
Detrolt, Mich, 


DARNELL-ZUENDT CO. 


Realtors and Insurors 


| REAL ESTATE 
| MANAGEMENT 
SALES — LOANS 

APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 

















TENNESSEE 
‘MILLARD NAILL & CO. 


REALTORS 
Property Management 
Industrial Specialists 
Leasing—Sales 
Appraisals 

Record of 37 Successful Years 
113 So. Court Ave, 


MEMPHIS, TENN. 
TEXAS 














Property Management 


Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 








Complete 
REAL ESTATE SERVICE 


> GEO BEGGS - 


& a 





Property = 
Loans—Sales—A ppraisals 
1114 WEST 7TH ST. 
FORT WORTH 


L. P. Lindgren and Supervisors Dave 
Dawson, Stacy eee iad oe Nelson, 
R. H. Wienecke and W. G. Young, Jr. 
A general agents pcre 8 was held 
the first day. Discussions included busi- 
ness competition in rural territory, 
direct mail service, prospecting, pro- 
gramming, time control, trends in un- 
derwriting and investment practices. 





Provident Life & Accident 
Is Holding New York Rally 


Representatives of the life department 
of Provident Life & Accident from nine 
states will gather Aug. 27-29 in New 
York for the agency conv ention at which 
a significant announcement is to be 
made. 

Officers and members of the Century 
Club and of the President’s Club, the 
highest agency honor organization, will 
be honored at this gathering by Presi- 
dent Robert J. Maclellan and other com- 
pany officials. 

The officers of the 1940 Century Club 
are H. Grice Hunt, South Carolina, 
president; Paul M. Ray, Tennessee, vice- 
president, and Edwin O. Martin, Ten- 
nessee, secretary. 

Other members of the President's 
club include W. G. Perkins, District of 
Columbia, and H. R. Going, South Caro- 
lina. 

The sessions will open the evening of 
Aug. 27 with a banquet at which Robert 
L. Maclellan vice-president in charge of 
the life department, will preside. Fol- 
lowing greetings by Sam E. Miles, 
agency manager, President Maclellan 
will voice a word of welcome, to be 
followed by James E. Powell, agency 
vice-president of the accident depart- 
ment. James E. Gheen, noted after-dinner 
speaker, will deliver the principal talk. 

The next morning there will be a 
breakfast for President’s Club members 


15 





and their wives, with President Mac- 
lellan presiding. Following the Wednes- 
day morning business session, the party 
will board the S. S. Miralda on a sight- 
seeing trip around Manhattan Island, 
terminating at the fair. 

In addition to the home office repre- 
sentatives having part in the program, 
there will be a number of field men 
including Fairley R. Guin, North Caro- 


lina; H. Grice Hunt, South Carolina; 
Paul M. Ray, Tennessee, and E. H. 
(Count) Mueller, Wisconsin, a repre- 


sentative of the accident department. 

Officials are complimenting Paul M. 
Ray, home office general agent, upon 
winning outstanding honors in his 70th 
year by qualifying as a member of the 
President’s Club and vice-president of 
the Century Club. The vice-presi- 
dency of the Century Club is determined 
by the highest persistency rate upon 
business written in a previous club year. 
Mr. Ray is regarded as the dean of 
Provident’s field representatives in the 
life department. 





Minnesota Mutual Starts 
Regional Conference Series 


Beginiing Sept. 4, at Quinault hotel, 
Quinault, Wash., the Minnesota Mutual 
Life will hold a series of regional con- 
ferences in September covering all parts 


of the country. Other dates are: 

Sept. 8-11—Lake Arrowhead Lodge 
San Bernardino mountains, for Califor- 
nia and Arizona. 

Sept. 15-18—For Colorado; place to 
be selected. 

Sept. 18-21—For Indiana, Ohio, IIli- 
nois, Michigan and western Kentucky; 
place to be selected. 

Sept. 22-25—For Texas and Okla- 


homa, probably at Corpus Christi. — 
Sept. 26-29—For Virginia, West Vir- 
ginia, North Carolina, South Carolina, 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page 
have been selected after careful investigation. 
recommendation and endorsement of 


They have the 
The National Underwriter. 














COLORADO 


THE TITLE GUARANTY 
COMPANY 


4. Elliott Houston, Pres. Aksel Nielsen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 

















HAROLD Ww. KELLER 


Property Management—Appraisale— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 











WISCONSIN 


MISSOURI 


KANSAS CITY TITLE 


INSURANCE COMPANY 
KANSAS CITY, MISSOURI 
® 
Complete Title Service 
for the Greater Kansas City area 


NATIONAL TITLE DEPARTMENT 











| R. H. GAMBLE COMPANY 


REALTORS 
Kirby Building ~ 
Dallas, Texas 
e 
Specializing in 
| | Business Property—Industrials—Factory 


Sites—Leases—Loans 
| Complete Property Management Service 


| 
| 





ELDON B. RUSSELL 


and ASSOC. 
LOANS 


PROPERTY MANAGEMENT 
APPRAISALS 

RENTALS 

Experienced Insurance Activities 


Tenney Bldg. 
MADISON, WIS. 








Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 
Qualified with Insurance Departments 
of Missouri and Eastern States 
—-o-— 
Disburses construction funds and in- 
sures against Mechanic Liens 








OHIO 


; THE 
CUYAHOGA ABSTRACT 
TITLE AND TRUST 
COMPANY 
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OKLAHOMA 
AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 





a 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 





UTAH 


INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


309 First National Bank 
Salt Lake City, Utah 




















Eastern Tennessee, eastern Kentucky, 


at New Gatlinburg Inn, New Gatlin- 
burg, Tenn. 
The conference for Minnesota, Iowa 


and North and South Dakota was held 
in Minnesota in July. 


Seate Reserve Rally Sept. 5-7 

The State Reserve Life of Fort 
Worth, Tex., will hold an agency con- 
vention Sept. 5-7, at the home office. F. 
E. McGonagill, vice-president and su- 
perintendent of agents, is in charge. B. 
N. Woodson, director of service, Sales 


Research Bureau, will speak Sept. 7. 

Prizes will be awarded to leading 

agents. 

Ohio National Convention 
CINCINNATI—Top Ohio National 


Life agents will meet Aug. 19-22 at the 
Greenbrier, White Sulphur Springs, W. 
Va., for the biennial Builders Club con- 
vention. The formal program will open 
Aug. 20 with R. C. Lieber, Denver, club 
president, presiding, the theme being 
“Better Business Through Better Sell- 
ing.’ Ray Hodges, home office agency 
manager, will be discussion leader for 
the session on “Factors That Contrib- 
ute to Better Selling.” G. C. Hill, San- 
dusky, O., will be chairman of the Aug. 
91 session on “Better Selling Through 
Better Planning.” No definite arrange- 
ments have been made for Aug. 19 or 
Aug. 22, these days being left open for 
the delegates’ pleasure. A banquet and 
dance will close the formal program 
Aug. 21. President T. W. Appleby will 
be a speaker at the opening meeting 
Aug. 20. Golf and bridge tournaments 
have been scheduled that afternoon. 


Will Have National Muster 


The Massachusetts Mutual Agents’ 
Association will have its convention at 
Swampscott, Mass., next June. The past 
two years the national gathering has 
given place to regional meetings. Next 
year’s convention will celebrate the 90th 
anniversary of the founding of Massi- 
chusetts Mutual. The agents’ associa- 


tion, started in 1890, has completed 50 
years of activity. 


CHICAG 


FETZER IN NEW WORK SEPT. 1 


John C. Fetzer, secretary of W. A. 
Alexander & Co. of Chicago and head 
of its educational sales promotion de- 
partment, will take his new position as 
assistant to President S. N. Stevens of 
Grinnell College, Grinnell Ia., Sept. 1. 
Dr. Stevens was recently elected presi- 
dent of Grinnell, having been on the 
faculty of Northwestern University at 
Evanston, Ill. Dr. Stevens is much in- 
terested in psychological research and 
in this Mr. Fetzer has cooperated. John 
Fetzer is an excellent young man of 
noble mind who has been all along in- 
terested in educational theory and prac- 
tice. He assumes a position greatly to 
his liking and compatible with his 
ability. 

WITH CONN. MUTUAL 35 YEARS 


Samuel T. Chase, who for the past 
three years has been general agent 
emeritus for Connecticut Mutual Life, 
will celebrate on Sept. 25 his 35th anni- 
versary with that company in Chicago. 
For 32 years he was general agent. Be- 
fore joining the Connecticut Mutual 


Policy Wallets 


Perfect for Remembrance Advertising! 
Leather Policy Wallets 


Biack grained leather policy wal- 
lets with 7 envelopes inside. $1 
75 De- 














ea. or $1.50 ea. in doz. lots. 
Cash with order unless rated con- 
cern. (Cowhide Sales Pac. 1-inch 
rings, inside zipper pocket, $3.50.) 


KING’S 


916 CALHOUN ST. 
FORT WAYNE, IND. 
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Life he had been with Northwestern 
Mutual Life. For 10 years his agency 
led Connecticut Mutual Life and on his 
25th and 30th anniversaries he was given 
testimonial dinners. He was for four 
years western tennis champion, his 
brother having held the same champion- 
ship for the previous five years. 
TRAIN FOR WILLKIE NOTIFICATION 

The insurance fraternity of the Chi- 
cago area has arranged for a special 
train to the Willkie notification cere- 
monies at Elwood, Ind. It will leave 
over the Pennsylvania railroad at 10 
a. m. Aug. 17 and will return that same 
evening. There will be 900 reservations 
available on the “Insurance Special.” 
They can be had by addressing R. W. 
Tansill, 175 West Jackson boulevard. A 
round trip ticket costs $3.75. 

The committee in charge of arrange- 
ments includes: P. B. Hosmer, presi- 
dent R. W. Hosmer & Co.; C. S. Pel- 
let, Critchell, Miller, Whitney & Bar- 
bour; W. E. Rollo, Rollo, Webster & 
Co., and A. I. Wolff, Associated Agen- 
cies, Inc. . 


RESEARCH BUREAU SCHOOL 

The Life Insurance Sales Research 
Bureau ends its series of 1940 schools 
in agency management with the school 
now in session at the Edgewater Beach 
Hotel in Chicago. It will conclude with 
festivities and a banquet on Friday eve- 
ning. It is expected that a large number 
of alumni from Chicago and other mid- 
western points will be present for the 
banquet. Forty-nine general agents, 
managers, and home office agency ex- 
ecutives attended with 20 companies 
represented. 


ASSOCIATIONS = 


Michigan Training School 
Set for Sept. 6 in Lansing 
LANSING, MICH.—Officers of local 


life associations throughout Michigan 
and the chairmen of important commit- 
tees will gather here Sept. 6 for a one- 
day training school conducted by E. P. 
Balkema, Detroit, president of the 
Michigan Association of Life Under- 
writers, and H. B. Thompson, Detroit, 
the state association’s secretary-counsel. 

The session, whose objective will be 
the discussion of program-framing and 
expansion of membership, is expected 
to attract from 75 to 100 active associa- 
tion officers. 

Legislative prospects for the coming 
year probably will come in for some at- 
tention, although it is considered im- 
probable that a legislative program 
will be sponsored by the association. Mr. 
Thompson serves as the association’s 
legislative representative and has done 
much valuable work in the past. 





Cleveland—tThe first annual outing de- 
signed for the entire family will be held 


at Willow Lake, Aug. 29. A baseball 
game between the “Twisters” and “Re- 


” 


baters” will be a feature. 

Chippewa Valley, Wis.—George W. 
Nixon, La Crosse general agent Central 
Life and formerly with the Equitable 
Society at Appleton, spoke on estate and 
inheritance taxes and life insurance at 
a dinner meeting in Eau Claire. A golf 
tournament was held in the afternoon 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features 


Life Insurance In Itself Is Inexpensive 
ESTIMATED AVERAGE ANNUAL COST 


AGE 40... $16.40 
PER $1,000.00 
33 Years of Dependable Service to Policyholders 


Interstate Reserve 
Life Insurance Company 


Ten East Pearson Street, Chicago 





with M. O. Solberg and Archie Hurst 
tying for first bogey prize for men, and 
Mrs. Sidney Geise and Mrs. Walter Gar- 
Winners for the women. 

Tex.—The association is 
fine start on the 
season. A barbecue 
Springs featured 


ness 
get- 
activities 
and 

the 


Austin, 
ting off to a 
for the coming 
dance at Barton 
summer meeting. 

Springfield, Mo.—A _ picnic was held 
Saturday afternoon at Doling Park, this 
event taking the place of the July and 
August meetings. 

Baltimore—The annual outing will be 
held Aug. 23 at Rugby Hall Inn, Arnold, 
Md. Baseball teams representing the 
“Ordinaries” and the “Industrials” will 
compete for the T. J. Mohan silver cham- 
pionship trophy. 

Fla.—New officers are: Col. 
Equitable Society, presi- 
Barnes, Prudential, and 

New York Life, vice- 

Black, Metropolitan, 


Lakeland, 
Cc. E. Crosland, 
dent; Zerney 
L. B. Mershon, 
presidents; J. L. 





secretary-treasurer; Earle M. Willis, na- 

tional committeeman; W. Bailey, C. N. 

McComic and F. S. Dudney, directors. 
Oklahoma City—President Jesse T. 


Owens has appointed Homer E. Jamison, 
E‘quitable Society, national committee- 


General Agency 


man. 
Los Angeles—The first issue of a 

monthly membership roster with com- OPPORTUNITIES 

pany affiliations has been published as 

an aid in securing new members. for good personal 
Allen-Neosho Counties (Kan.) Offi- 





producers 


cers named at the organization meeting 
at Chanute were H. E. Walters, Pruden- 
tial, Chanute, president; D. H. Stiles, 
Connecticut Mutual, Iola, vice-president; 
A. H. Krone, Aetna Life, Chanute, secre- 
tary-treasurer. Fifteen charter members 


were recorded. The Pittsburg and In- 
dependence associations assisted in the 


organization. J. E. Conklin, Hutchinson, 
president of the Kansas association, also 
attended. 

Independence, Kan.—New Officers are 
Dean Wilson, New York Life, president; 
W. E. Schweitzer, vice-president; Robert 
McVay, secretary-treasurer. 

Tampa, Fla.—New officers are: Presi- 
dent, M. R. Williamson, Metropolitan; 
vice-president, L. F. Savarese, John Han- 


Lentral Life 


INSURANCE COMPANY 


Me AC 


cock; secretary-treasurer, S. J. Hein- ALFRED MacARTHUR, PRESIDENT 
miller, Federal Life. W. S. Rodgers, 211 WEST WACKER DRIVE, CHICAGO 
Prudential, is retiring president. 


THE CALEMETER 


Used in connection with our Retirement Income 
plans, based on a Dime-A-Day premium, is 
helping Republic National Life Underwriters 
earn more money. It is but one of the many 
effective sales aids furnished by this progres- 
sive Company. . 


Address Agency Inquiries to: 
M. ALLEN ANDERSON—Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY + ORESIDENT 


DALLAS i RO} 0 an ©) of ok 1 Oe = 





Life 
Insurance Company 
WAVERLY, IOWA 








Liberal Dividends 
Low Net Cost 


Popular Policy Forms 
Reasonable Rates 


Licensed in Twenty-one States Including New York 
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spectively, of the board of supreme man- 
agers of Royal Neighbors. Other mem- 
bers of the executive council are Mrs. 
Grace McCurdy, supreme oracle, and 
ae - eee a Miss Erma M. Barthel, supreme re- . 
=.s torians, will be installing officer and ~ ’ I Murrell Agency on Cruise 
Additional N. r. . Mrs. Clara Bender, Degree of Honor C°rder. LOS ANGELES—A vovace on thc 
Protective, and Mrs. Ethel Holiway, ew ache “Eacoaue aan ama Ee as 
yacht “Invader” was the high spot in 


Program Details 


Programs of the law section of 
National Fraternal Congress and 
Fraternal Actuarial Association at the 
annual meeting of the congress in Bal- 
timore, Aug. 25-30, were announced. 
Both groups will meet Tuesday, Aug. 
27. W. W. Kummings, general counsel 
Ben Hur Life, Crawfordsville, Ind., 
president, will preside in the law section 
meeting, and Earl W. Nicholson, Joseph 


the 


Froggatt & Co., New York City, presi- 
dent, at the actuarial gathering. 

The law program includes a report 
by R. F. Allen, general counsel, Stane 
ard Life, Topeka, as secretary-treasure 
address, “Some Comments on Fidelity 


Coverage,” J. H. Schisler, assistant 
manager and attorney claim department, 
Fidelity & Deposit and American Bond- 


ing, Baltimore, followed by discussion: 
address, “Can Beneficiary Under Fra- 
ternal Certificate Obtain a Vested In- 
terest Therein?” Fred A. Service. su- 


preme solicitor Protected Home Circle. 
Sharon, Pa., with discussion: general 
discussion of Canadian and United 
States taxes and right of public welfare 
boards to be beneficiaries. There will 
follow consideration of business, discus- 
sion of other legal problems and the 
annual election. 


Program of Actuaries 


W. R. Williamson, actuarial consult- 
ant social security board, will speak on 
“Mortality Tables” at the actuarial 
meeting; F. J. Gadient, actuary Modern 
Woodmen, on “Destruction of Records.” 
and I. W. Smith, actuary A. O. U. W. 
of North Dakota on “A Fraternal Non- 
cancellable Sickness and Accident Ex- 
perience.” Papers read in the Febru- 
ary midwinter meeting in Chicago will 
be discussed. After lunch Richard An- 
derson, actuary Royal Neighbors, will 
take up “The Operating Analysis, or 
Gain and Loss Exhibit,” after which 
papers will be discussed. 

James Mann Miller, Chicago, general 
counsel Woman’s Benefit, will speak in 
the general session Wednesday after- 
noon on “The Open Contract.” Thurs- 
day morning Charles McCormick of 
McCormick & Co., will talk on “Mul- 
tiple Management.” 


Many Committee Reports 


Committee reports Wednesday morn- 
ing include: Credentials, Mrs. Grace W. 
McCurdy, head of the Royal Neighbors, 
chairman; law, Mr. Miller, chairman; 
auditing, J. E. Little, actuary and field 
manager Maccabees, Detroit, chairman. 
In the afternoon there will be a report 
of the committee on constitution, of 
which Bradley C. Marks, president A. 
O. U. W.° of North Dakota, is chair- 
man; general welfare, N. J. Williams, 
president Equitable Reserve, chairman; 
junior membership, Mrs. Mary L. Caye, 


Polish National Alliance, Chicago, 
chairman, and of the committee on dis- 
tribution. 


Thursday morning Eugene H. Pakes, 
actuary Woodman Circle, will report as 
chairman on state of order and statis- 
tics and F. H. Lee, Woman’s Benefit, 
as chairman on revision of blanks. 

The committee reports Friday morn- 
ing are: Resolutions, Rainey T. Wells, 
Woodmen of the World, Omaha; lodge 
activities, Fred A. Johnson, Royal 
League, Chicago; fraternal ethics, Ber- 
tha C. McEntee, Ladies Catholic Benev- 
olent; securities valuation, by a member 
of the committee of which J. V. Abra- 
hams, secretary Security Benefit, To- 
peka, who died last week, was chairman; 
field work, F. B. Mallett, Protected 
Home Circle; membership, C. Ly Biggs, 
recorder Maccabees and past president 
N: BG. 

In the Friday session also the various 
sections will report, business will be 
transacted and new officers installed. 
Tom L. McCullough, president Prae- 


the 


Woodmen Circle, will be escorts. 

Miss Frances D. Partridge, secretary 
Woman's Benefit, N. F. C. president, 
will preside at the banquet Wednesday 
evening. Norman Sommerville, Inde- 
pendent Order of Foresters, will be 
toastmaster and Theodore McKeldin, 
Baltimore, guest speaker. The Balti- 
more & Ohio glee club will provide the 
entertainment. 


E. W. Thompson Finds State 
Congresses Indispensable 
Nothing can take the place of the well 
organized and directed state fraternal 
congress, E. W. Thompson, supreme 
commander Maccabees, declared in an 


article released by the National Fra- 
ternal Congress in its public relations 
program. The state congresses should 


be given liberal support and every pos- 
sible encouragement, he said. They 
cannot function without the backing of 
the societies. 

State congresses are the first line of 
national and international defense of 
fraternalism, Mr. Thompson declared. 
They have served to fend off the per- 
sistent attempts over the years to tax 
traternal societies despite specific stat- 


utes in many states holding them ex- 
empt. 
“We believe that it is a perfectly 


natural condition as time has advanced 
that there should be a multiplicity of 
state congresses to successfully meet 
and combat the many complex prob- 
lems in the several states in the way 
of adverse legislation,’ Mr. Thompson 
said. “An organization of such charac- 
ter can bring much influence to bear 
upon state legislators in a more effective 
way because of their local character 
than outside influence of a national or 
international organization. 

“We have been impressed by the so- 
cial and fraternal possibilities of the 
state fraternal congresses. I have been 
amazed in visiting the congresses in the 
several states to note the exhibitions of 
drill teams and the exemplification of 
the spirit of mutual rivalry in the vari- 
ous features of programming with adults 
as well as with junior members, through 
organized forces of this character in 
pointing out the way for new avenues 
of social and fraternal) activity and for 
cementing permanently the good will 
and assurance of mutual cooperation of 
the forces of fraternity.” 


A. O. U. W. of North Dakota 
Issues War Risk Permit 


The A. O. U. W. of North Dakota 
board authorized issuing a permit pro- 
viding that all life insurance in force, as 
well as all now being written, would not 
be disturbed in event the United States 
should enter war. There will be no re- 
strictions on such contracts in the form 
of war clause, but if war is declared the 
matter of rates for new business written 
afterward would be considered by the 
board. The permit, which is not neces- 
sary in cases where no war clause is ef- 
fective at this time, has been sent to all 
members for their information regard- 
less of the duration of their member- 
ship. 

No change is made as to double in- 
demnity, total and permanent disability, 
and health and accident provisions, it 
being specified in the permit that if the 
assured should engage in military or 
naval service and death from accident 
or other cause should result during serv- 
ice, there would be no double indemnity 
paid. 


Two Board Officials Elected 
ROCK ISLAND, ILL.—Mres. Alice C. 
Nash, Hopkins, Minn., and Mrs. Mar- 
garet Gorman, Chicago, were elected 
chairwoman and vice-chairwoman, re- 


C. O. F. Revises Constitution 
at Dayton Convention 


The constitution of the Catholic Or- 
der of Foresters as redrafted by a special 
constitutional committee was adopted at 
the quadrennial convention held last 
week in Dayton, O. No changes affect- 
ing the contractual conditions in the 
life insurance certificates were made, 
the only purpose being to put the con- 
stitution in line with the L[llinois law. 
The basic law in the old constitution 
was retained and provisions which were 
merely rules and regulations were taken 
out and placed in the bylaws. 

F. J. Palecek was elected: a trustee, 
filling the vacancy left by the death re- 
cently of Joseph T. Hrody of Chicago. 
All officers were reelected, T. H. Can- 
non, remaining high chief ranger and 
T. H. Heaney, high secretary. A ban- 
quet was held attended by 800, and 
Albert A. Horstman of Dayton, vice- 
high chief ranger, was host on his es- 
tate at dinner to some 500 who were 
attending. Mr. Horstman is state cen- 
tral chairman of the Democratic party 
in Ohio. 


S. D. Congress Meets Sept. 10 

The South Dakota Fraternal Congress 
will meet Sept. 10 in the Alex Johnson 
hotel, Rapid City, S. D., with C. L. 
Hunter, A. O. U. W. of North Dakota, 
president, in the chair. Mrs. Alta O. 
Miller, Degree of Honor, is arange- 
ments chairman. 


NEW YORK 


MUTUAL 'TRUST’S PROGRESS 

The Mutual Trust Life of Chicago is 
meeting with success in its New York 
City office, reporting about $900,000 in 
paid for business the first seven months. 
O. R. Lunoe is manager of the eastern 
department, having formerly been in the 
agency department at the head office. 
The company has three general agents 
in New York City. It is making sub- 
stantial progress in the New York City 
sector. 





LIFE EXPECTANCY GADGET 


“How long may you expect to live?” 

This challenging question, prominently 
displayed on the life expectancy gadget 
in the Metropolitan Life exhibit at the 
New York fair, has caught the interest 
of nearly all of the visitors during the 
first half of the season. The gadget, 
which reveals in a crystal ball the life 
expectancy of persons who give their 
ages to the attendant is located in that 
part of the exhibit which outlines the 
company’s effort to prolong and safe- 
guard human life. The gadget is con- 
sulted daily by thousands seeking to 
learn how much longer, on the average, 
they may expect to live. 


AGENCIES ARE MERGED 


Beck Associates, Inc., formerly oper- 
ating as the Beck ‘Agency of the United 
States Life in New York City, has 
merged its interests with the J. F. Mac- 
Grath, Jr., general agency. The merger, 
which is part of the company’s present 
program of organizing its smaller agen- 
cies into more efficient units, will enable 
both Joseph Beck and L. M. Cohen, who 
head the Beck organization, to devote 
more time to life production work. 


The Los Angeles Breakfast Club paid 
especial attention to life insurance at a 
meeting with Alex. Dewar, general agent 


of Equitable Society, as chairman. King 


Vanderwicker, 
was host. 


John Hancock Mutual, 


the annual outing of the Murrell Broth- 
ers agency of the Mutual Benefit Life. 
Thirty agents and their wives sailed to 
Catalina Island for a three day trip. 
Honor guests were Al Ruben and How- 
ard Neal, each of whom had paid for 
over $100,000 business in the past month. 

Weymouth L. Murrell has gone to 
Honolulu for a month’s vacation, ac- 
companied by Fritz Morency, manager 
of the Travelers’ radio station WTIC in 
Hartford. 


Will Attend New York Life Meets 

LOS ANGELES—Agencies of the 
New York Life in the Los Angeles area 
will send a delegation of 70 to the meet- 
ing of the $100,000 Club at Victoria, B. 
C., on Sept. 6-7. 

A delegation of 14 will go to the 
meeting of the Top Club at White Sul- 
phur Springs, W. Va., Aug. 28-31. 

Clark Bell, inspector of agencies, 
attend both gatherings. 


will 





Honor Top Club Producers 


H. Kenneth Cassidy, San Francisco, 
general agent Pacific Mutual Life, joined 


Ted Dreyer, Oakland general agent, in 
a joint agency luncheon in Oakland to 
honor three Cincinnati members of the 
top club on their return from a trip to 
the home office in Los Angeles. The 
guests were Mrs. Hilda Mead, E. R. 
Denman and Charles Hochstadter, all 
of the Gantz agency. 


OODMEN SETHE 





Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

©@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
@ Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

a @e 


Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 

















NEWS ABOUT 


FieNATIONAL ~tntntesesemniiaeei ER 


LIFE POLICIES 





By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Published Annually in May and March respectively. 


Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 





Shenandoah Life Makes 
Rate Increases Sept. 1 


The new premiums effective Sept. 1 
for Shenandoah Life show a slight in- 
crease for non-participating plans and 
jor single premium participating policies. 


Settlement options are changed to 3 
percent basis resulting in higher pre- 
miums and values for retirement con- 
tracts and ‘the guaranteed period for 
income under these forms has been 
lengthened from 108 to 120 months cer- 





Disability and double indemnity 
terminate at age 60 1n- 


tain. 
coverage wil 


stead of age 55 as in the past. There 
is no change in the disability premium 
but double peng rates have been 
reduced $1.20 per $1,000 for age 45 and 


n 45 to 50, and no change 
past, the premium 
Was $1.80 per 


under, $1.10 fron 
above age 50. In the 
for double indemnity 
$1,000 at all ages. 
The accompanying 


tables show the 





new prenuums for some ol! the more 
popular plans 
Annual Rates per $1,000 
(Non-Participating) 

Ord. 20P. 20P. *End 

Life L — End. End Ann 20 

Pref. Pref. Age Age Ape Year 

Risk R isk 85 $5 65 lind, 
Age $ $ $ $ $ $ 
10 43: 16.8% 2. 41.6 
15 2 41. 
20 42. 
2) $2.: 
22 42. 
35 42°6 
<4 12. 
2 42.8 
26 42.6 
ot $3.0% 
28 43.14 
29 ce 
30) 43.8 
31 $3. 
se $3.6 
38 43.8 
o4 44. 
a 3 44.5 
ab 2 44. 
Ww | 3$ 44. 
3s 18 44.6 
1) 01 $5, 
1) ey 45.5 
+1 78 45.5 
$2 73 5.36 
4° 73 
+4 78 
15 89 
4% 05 
47 .28 
48 59 
49 6 
50 2 
1 97 
2 0 
> 29 


~pROv 


*$1,000 insurance or. cash 
greater. At maturity, $10 
income, 10 vears certain. 
value, $1,490. 


monthly life 
Maturity cash 








Single Premium Rates per $1,000 
(Participating) 
Endowments maturing in: 
8n 25 20) 15 10 
Life Y gs Yrs Ris. Ps. Yrs. 
Ape $ $ $ $s 
) 271.65 465.31 5: 
10 ogee 458.465 
15 2 52 2 460 425 
A 3 ¢ 
30 3 
a } 
10) 45 
es 
uo 
> 629, 05 632.5 
60 696.57 ee | Be 
6 764.71 





Premium Rates for Lamar 
Life’s New Policy Announced 


Premium rates 
the new family income readjustment 
policy of Lamar Life, an ordinary life 
endowment at age 85 with optional set- 
tlements. This policy in face amount 
$2,247 provides $500 cash payment, $100 


were announced for 





Value if * 


per month the first year and $50 per 
month the second year. The premium 


rates for this unit are: 


Ine ome 





38 
1 
5 82 
5 95.45 
bcargsnen 57.438 94.08 
59.61 51 
te eT or 62.02 76 
64.49 
67.07 : 
Sie Geach sailor he ce OULS4 2. 
Léwebee 12.74 3. 
a indies 75.93 $0.96 
79.16 78.60 
ee $2.62 76.06 
86.26 73.30 
90.10 38 
94.26 5 
YRS > 
103.14 9 
iN erie 107.97 7 
sta Sn eee 113.08 6 
5 118.93 4 
D7 125.16 5 
58 131.63 5 
Ee. .s$0'oeacane 138.48 7 
60 145.49 8 





Union Central C. L. U.'s 


The Union Central C. L. U.’s have 
formed an organization, there being 36 
active members. A. E. Miller of St. 


Louis has been elected president; R. S. 
Maechtel, New York, vice-president; J. 
C. Sebastian, Cincinnati, secretary and 
treasurer. The meeting will be held dur- 


ing the company convention at New 
Orleans in April of next year. The new 
directors are C. A. Johannigman, Cin- 


cinnati; W. B. Monroe, New Orleans: 
H. S. Baketel, Jr., Philadelphia; L. A. 
Rosen, New York, and H. E. Belden of 
Los Angeles. W. E. Barton, manager 
of the C. B. Knight agency of New 
York City, and his committee drafted 
the constitution and by-laws. 





Conventions 





27-30—National Fraternal Con- 
Lord Baltimore Hotel, Baltimore. 


Aug. 
£ress, 


Sept. 4-6—International Association of 
Insurance Counsel, — Hotel, 
White Sulphur Springs, W. Vz 

Sept. 5-7—Institute of nie Office 
Underwriters, Lookout Inn, Lookout 
Mountain, Tenn. 

Sept. 5-7—Federation of Insurance 


Counsel, Traymore Hotel, Atlantie City. 

Sept. 8-10—Insurance Advertising Con- 
ference, Haddon Hall, Atlantic City. 

Sept. 9-11—International Claim Asso- 
ciation, Broadmoor Hotel, Colorado 
Springs, Colo. 

Sept. 9-13—Insurance Section Amer- 
ican Bar Association, Bellevue-Stratford 
Hotel, Philadelphia. 

Sept. 23-27—Nation: - Association of 
Life Underwriters, Bellevue-Stratford, 
Philade Iphi a. 

Sept. 5-27 Life Office 
Association, Des Moines. 

Oct. 7-10—American Life Convention, 
Edgewater Beach Hotel, Chicago. 

Oct. 14-16—Life Advertisers Associa- 


Management 


tion, Hotel Washington, Washington, 
fe 

Oct. 28-30—Research Bureau-Life Of- 
ficers Association, Edgewater Beach Ho- 


tel, Chicago. 


Oct. 30-Nov. 1—Actuarial Societv of 


America-American Institute of Actu- 
aries, “a td Hotel, White Sulphur 
Springs, W. V: 

Dec. 2-4 National Association of In- 
surance ( commissioners, Pennsylvania 
Hotel, New York Ctv 

Dec. i tects of Life Insurance an- 
— meeting, Waldorf Astoria, New 
York. 


Dec. 5-6—Life Presidents Association, 
Waldorf-Astoria, New York City. 








Consumers Raden: Chica. 
Curtailed in Its Attacks 


Operations of Consumers Bureau ot 
Chicago, which has been distributing in 
downtown streets a four-page dodger 
criticising, among other things, life in- 
surance, tre, automobile and other types 
of insurance, have been restricted 
through activities of the Chicago Asso- 
ciation of Life Underwriters. Tempo- 
rarily, at least, Consumers Bureau has 
been denied by the police department the 
privilege of passing out its publication 
on the streets. 

Consumers 
its publication as “a 


described in 
nonpront 


Bureau 1s 
national 


research and educational org anization, 
providing consumers with unbiased in- 
formation - enable them to buy intel- 


ligently.” B. Johnston, merchan¢ lise 
manager of a. Chicago Better Business 
Bureau, in a letter to Commissioner 
James P. Alman of the police depart- 
ment, characterized the dodger as “’scur- 
rilous literature.” He wrote, “Actually, 
the text matter is merely an attempt to 
attract attention to the author's book 
priced at $1 by lampooning all business 
activities. We have received numerous 
complaints from legitimate tax-paying 
merchants who resent the false asper- 
cast upon business as a whole 

statements contained 


sions 
the outrageous 
therein.” 

setter Business Bureau in its “Re- 
port” identifies Albert Lane as the prin- 
cipal behind the bureau and as bei ing the 
subject of a Federal Trade Commission 
complaint which still is said to be pend- 
ing. Lane, the trade organization gai 
claimed, according to the F.T.C., he was 
affiliated with the U. S. Bure au of 
Standards, offered to have Mellon Insti- 
tute of Technology decide moot points, 
and would distribute free 1,000,000 copies 
of his magazine. The F.T.C., it was said, 
charged this was misrepresentation. 

Each copy of the publication offers 
“Consumers Bureau Guide” for $1 as 
the complete answer to the excessive 
distribution cost charged against various 
businesses. Markets at lower prices are 
offered in the guide. 


Change Made in Weekly 
Holgar J. Johnson Column 


NEW YORK-—Several important in- 
novations are being made in the pop- 
ularized column on_ life insurance. 
“Hindsight and Foresight,” written by 
H. J. Johnson, president Institute of 
Life Insurance, and now being carried 
in 259 daily newspapers. The most tm- 
portant change will be the introduction 
of news headlines to indicate the par- 
ticular topic being discussed in each 
column. Up to now the title of the 
column “Hindsight and Foresight,” has 
been eniphasized in the format, in order 


to impress upon newspaper readers 
that the column is a regular weekly 
feature, but beginning with Aug. 19, 


the standard column title will be subor- 
dinated typographically to the news 
headline in order to provide continuing 
variety. With this change in typograph- 
ical emphasis, Mr. Johnson's copy will 
be carried in two-column newspaper 
width instead of three-column and will 
run deeper. Another innovation will 
the introduction of more comment on 
important phases of the news and how 
they affect the security of the average 
individual. 


Bankers Life Lists Leaders 
The Des Moines agency of 
Niemann again took top honors 
Bankers Life of Iowa in Julv for new 
paid-for business. The F. W. Darlin 
agency, Cedar Rapids, was second: W 


for the 


\. Fraser, Lincoln, third: R. FE. Shay, 
Twin City fourth, and C. O. Falken- 
hainer, New York, fifth. 

New business for the month gained 


11 percent over last vear following the 
heavy production of President’s Month 
in June. 


The Hoodoo Davy approach reall) 
accident and health. Get details 
your company. 
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RECORDS 


Equitable Society—Its increase in new 
ordinary for July over the correspond- 
ing month of last year was 30.9 percent, 
Ordinary and group combined show an 
increase of 34.4 percent. New ordinary 
increase for the seven months was 6.1 
percent and ordinary and group was 7.2 
percent. 





Federal Life—Wrote 58.4 percent 
more new life business the first six 
months than last year. Accident and 


health premium income on new business 
increased 20.2 percent. Life insurance 
in force gained $1,200,000 since Jan. 1 

Assets June 30 were $17,725,000, a 
crease $500,000. There was $40,000 
added to surplus. Policyholders’ sur- 
plus now is $1,400,000. Each month 
this year has shown a gain over the 
corresponding month last year. The July 
gain was 101 percent. . 

Business Men’s Assurance—Business 
last month exceeded any July on record 
except in 1931 and 1937. For the seven 
months, paid production increased 5.2 
percent and insurance in force 9.3 per- 
cent. The California office led all branch 
othces, establishing a new record for 
that branch for the month. Missouri 
and Oklahoma also set new high rec- 
ords for July. 

Indianapolis Life—New paid business 
Was 8.5 percent ahead for the first seven 
months. July showed a 48.8 percent in- 
crease. The gain of insurance in force 
for the period was 69 percent and 
brought the total to $113,230,387. A 
survey of the new paid business per man 
for the 100 leading producers showed a 
substantial increase the first half of 
1940. The lapse ratio, while always 
low, was the lowest for the first seven 
months of any similar period in its his- 
tory. 

Reliance Life, great northern depart- 
ment—A new record for paid-for pro- 
duction in one month was established in 
July by the “Great Northern Depart- 


ment” of the Reliance Life. This agency, 
with headquarters in Minneapolis, set 


out to do $250,000 for the month 
wound up with $333,612, its 
month in its history. 

Colorado Life—It finished the 
seven months approximately 
ahead of the 
new business. 

Bert A. Hedges, manager 
Men's Assurance, 
tion was 3 
same month 
district 
volume 


and 
biggest 


first 
30° percent 
same period last vear on 


Business 
Wichita—July produe- 
percent greater than the 
last year. W. M. Bashor, 
supervisor at Topeka, led in 
and number of lives. 


Millionaires Plan Outing Sept. 21-23 


7 Menibers of the Million Dollar Round 
Table will hold their pre-convention 
outing at the Seaview Golf Club at Ab- 
secon, N. J., Sept. 21-23. They will then 
adjourn to Phile delphia where the Mil- 
lion Dollar Round Table breakfast will 
be held Sept. 24. Ron Stever, Equitable 
Society, Pasadena, Cal., is in charge of 
the outing. 


Douglas to Address N. Y. 
Managers at Dinner Sept. 20 


NEW YORK—President Lewis W. 
Douglas of the Mutual Life of New 
York will be the guest of honor and 


speaker at the dinner of the Life Man- 
agers Association of Greater New York 
at Pelham Country Club Sept. 20. An 
afternoon of golf and other recreation 
will precede the dinner. 

Since the date falls on the Friday be- 
fore the National Association of Life 
Underwriters convention in  Philadel- 
phia, Osborne Bethea, Penn Mutwil 
Life, association president, hopes that 
a large representation of home office ex- 
ecutives and out-of-town general agents 
and managers will find it possible to stop 
off for the afternoon and evening on 
their way to Philadelphia. 
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Sales Ideas and Suggestions 








Tells How Cashier Can Give 
Leads to Agents 


A baffling question in the mind of 
every insurance salesman today is not 
“Can I sell a_ policy?’ but rather 
“Where can I sell a policy today?” The 
inability to solve this ever present pros- 
pect problem accounts for the failure of 
practically 80 percent of the salesmen 
who do not make the grade. 

Miss Christine Ludwig, cashier Cap- 
erton State Mutual agency, Chicago, 
and president of the Life Agency 
Cashiers of Chicago, says that two of 
the most productive sources of leads 
lie in the business on the books and 
conversation over the counter. She says 
that the office in these respects can 
lend a hand to help the salesman over 
this admittedly difficult hurdle. 

Change of age records are available 
in every office. They are neglected in 
some and probably overworked in 
others. Miss Ludwig said that many 
years experience with this phase of the 
work has taught her that the most 
fruitful of calls made from change of 
age records are those made just before 
the actual change occurs. As long as 
humanity remains human, all at times 
are guilty of deferring definite action, 
and if the change date is at hand the 
salesman has a lever for definite deci- 
sion. This explains when the cards 
should be distributed. 


Who Should Receive Leads 


“The next question,” she said, “is an 
even more vital one. To whom should 
the leads be given? To get the best 
results, the cards should be assigned by 
some one in the office who is acquainted 
with the policyholder for the reason 
that it is important to throw into con- 
tact personalities that will register fa- 
vorably with each other. No one ever 
buys anything from a person he does 
not like and usually men prefer their 
own kind. 

“I don’t know that this should be 
necessarily a hard and fast rule, but it 


usually works to better advantage. 
Match up your salesmen to your pol- 
icyholders. 


“It is evident that the distributor of 
the cards should be a person of tact 
and discernment who enjoys the con- 
fidence of the men in the office, as it 
is necessary to preserve a feeling of 
mutual understanding as regards the as- 


Are You 


.. seeing the right kind of prospects? 
. . Wasting time on non-essentials? 
. . routing yourself economically? 
. making a skillful approach? 
thorough and forceful in your 
presentation? 
: . injecting warmth and enthusiasm 
into your interviews? 
... handling objections skillfully? 
... building good will, prestige, and 
centers of influence for yourself, your 
agency, your company? 
. thinking in terms of plenty and 
presenting adequate amounts? 
... Servicing old policyholders prop- 
erly and promptly? 
... getting new prospects from old 
policyholders? 
_:+.+ Making a good get-away~if you 
fail to sell? 
: analyzing your interviews and 
eeeete against ineffective sales meth- 
ods: 








. .. following a plan for self-improve- 
ment with the expectation of becoming 
more resourceful as a life underwriter? 


signment of these leads. The agent 
should be encouraged to discuss with 
the distributor the value of the cards, 
as they are intended to be helpful and 
can only do that so long as they do 
not become burdensome. 


Prompt Reports Necessary 


“For this reason all cards should be 
turned in promptly with a frank and 
candid report of the result of the call. 
A report ‘couldn’t get to Mr. Smith,’ or 
‘Finally reached Mr. Jones, but he 
would not talk to me,’ has no reflection 
on the agent. It simply indicates that 
the personalities did not register cor- 
rectly and serves as a hint to assign 
the card to some one else the next time. 
Care should be taken to avoid having 
more than one representative serving 
different members of the same family, 
or if possible different members of the 
same organization.” 

As regards leads not involved in the 
age change record, the question of what 
constitutes a lead arises. The deliv- 
ery of a small dividend check is not 
necessarily a lead. A check for a loan 
of $25 is a lead because the loan of 
that amount should and very probably 
would be covered by a mentally alert 
salesman. 


Tips on Leads 


“Is the name of the man who con- 
stantly makes premium loans and al- 
lows the interest to be capitalized, a 
lead? Very definitely so, because it is 
obvious that there is something wrong 
with his insurance program. Does a 
change of beneficiary in favor of a new 
wife classify as a lead? Or the addition 
of children as contingent beneficiaries? 
Of course. Because a policyholder has 
a record of uninsurability, should he be 
thrown out of the lead class? Certainly 
not. Without a doubt he has children— 
perhaps married—and friends! 

“In supplying leads of any type, no 
matter into which class they fall, it 
should be remembered that the salesmen 
are entitled to complete information. 


This should include any data of a per- 
sonal nature as well as the figures on 
the record. Time is such a valuable 
element these days that a salesman can- 
not be expected to get satisfactory re- 
sults from these calls unless he has 
possession of all the facts and figures 
in each case.” 


Unexplored Word Power Is 
Found in Hidden Meanings 


To a salesman or anyone seeking to 
get results with his language, the impor- 
tant thing about a word is not its dic- 
tionary meaning but what it does inside 
the listener’s head, H. D. Shaw, adver- 
tising man of Continental American 
Life said in a talk before the staff of the 
Wilmington Y.M.C.A. He said a word 
is like an iceberg—the hidden part is 
what does the damage. 

“There are two kinds of language— 
the kind intended to convey information, 
and the kind intended to produce re- 
sults,’ Mr. Shaw said “We talk about 
the power of words and the great ma- 
jority of our spoken and written ex- 
pressions are aimed at bringing about 
some kind of an effect; yet language is 
almost universally studied exclusively on 
the basis of transferring exact meanings 
from one mind to another. 

“The insinuating power of words—the 
capacity of words to create a feeling or 
a reaction in the listener—is an almost 
unexplored territory. If you use words 
to produce results in action or attitude, 
you should study the language of ef- 
fect.” 

Mr. Shaw offered six rules for giving 
power to words, and said the best places 
to learn the result-producing force of 
words are great authors, great poli- 
ticians, mail order and tested advertis- 
ing, and successful salesmen. 








Writes Aviation Students 

Earl M. Willis, immediate past presi- 
dent of the Florida Life Underwriters 
Association, is finding good business 
among young men who are in line for 
aviation calls under the preparedness 
program. A new aviation school just 
established at his home city, Lakeland, 
will teach successive groups of 200. Mr. 
Willis is district agent of the Prudential 
ordinary department. 





JACKSON MALONEY’S SUGGESTIONS 





Vice-president Jackson Maloney of the 
Philadelphia Life was the discussion 
leader at the luncheon meeting of the 
Life Advertisers Association Keystone 
Group in Philadelphia. 

That the firm foundation upon which 
the structure of new production is built 
is close personal contact with the agent 
in the field was emphasized by Mr. Ma- 
loney. First, a simplified training course 
taught with patience and the use of illus- 
trations to drive homé and make clear 
each point. Then, the agent is encour- 
aged to continue his education and train- 
ing by studying for the C. L. U. des- 
ignation. A circulating library is 
maintained, and C. L. books are 
loaned without charge to the field repre- 
sentatives. 


r 


Home Office Cooperation 


After completion of preliminary train- 
ing, home office cooperation continues 
with the supplying of various sales aids. 
For example, illustrations of income pro- 
vided by the proceeds of policies are 
placed on the reverse side of policy 
jackets. This helps sell the “income” 
idea and frequently results in additional 
business being placed to build up the 
income. 


Mr. Maloney displayed a kit which 
comprised nearly all the sales promotion 
and institutional material which his 
company is now using—a photograph 
of the office, annual statements, pre- 
mium enclosures, samples of all sales 
literature, direct mail, illustration forms. 

Attractive and very clearly outlined 
proposals are available which provide 
duplicate copies of the information for 
the agent’s file. This is obviously bene- 
ficial for the devolpment of future busi- 
ness. 


Building Up a Scrap Book 


A very helpful suggestion was made 
by Mr. Maloney that each agent build 
up his own scrap book of motivating 
material for visual selling. Incidentally, 
the company provides attractive and use- 
ful scrap books for the field men. 

A good word was spoken on behalf 
of the various companies which dis- 
tribute sales aids and the various educa- 
tional services. 

A cooperative home office attitude 
pays valuable dividends, according to 
Mr. Maloney. A large percentage of 
the company’s new recruits are brought 
to the business by appreciative agency 
members, 


Juvenile Aids Older Agents 
in Rejuvenating Clientele 


The sale of juvenile insurance enables 
older agents to add new and younger 
blood to their clientele and to build up 


business for the future. When an agent 
nears the 50 year mark, his clientele, 
which usually follows around his own 
age level, becomes fairly loaded up with 
insurance and also reaches the age where 
insurability becomes a serious factor. 

In soliciting younger men the older 

agent is at a disadvantage because the 
younger men usually have young agent 
friends with whom they like to do busi- 
ness. When a boy gets out of college 
some of his classmates very likely enter 
the insurance business and he tends to 
buy from them. 
_ By soliciting his policyholders to buy 
juvenile insurance for their sons, the 
older agent creates contacts which be- 
come valuable as the sons reach matur- 
ity. Although the average juvenile pol- 
icy is for a small sum, the agent who 
sells a man his first policy has a definite 
“in” if he continues to maintain the 
contact. 

In approaching the father of a boy 
about 11 years old, a convincing ap- 
proach can be presented in selling juve- 
nile insurance. If the father will carry 
the insurance until the boy reaches ma- 
turity he will encourage thrift on the 
part of his son by providing him with 
an_ especially advantageous insurance 
policy. For example, the annual pre- 
mium on a $10,000 ordinary policy at 
age 11 is around $150 on a participating 
basis. At age 22, when the boy is able 
to assume the payment of the premium 
himself, dividends will have reduced the 
net premium to about $100, or to $10 a 
$1,000. Furthermore, the boy has an 
incentive for keeping the policy in force 
because at age 22 there is approximately 
a $70 increase in cash value when the 
premium is paid, which makes the net 
cost of the $10,000 insurance only about 
$30. Furthermore, this net cost keeps 
on going down so that at age 30 he is 
only paying about $8 or $9 net, i. e., the 
difference between the net premium and 
the increase in cash value. 

Every father wishes his son to start 
out in life by saving some money and 
by Presenting him with a life insurance 
policy in which there is a substantial 
cash equity, it is easy to get the boy 
to appreciate the value of maintaining 
this form of regular savings. 


SALES SHORTS 


The value of writing quality business 
from the agent’s standpoint is brought 
out in an analysis by L. R. Case, Con- 
necticut Mutual Life. The average sale 
to prospects rating 90 plus on the qual- 
ity rating chart used by many com- 
panies is $11,173, according to Mr. 
Case’s figures. It takes only 9 sales to 
write $100,000 on these “excellent” pros- 
pects. The average sale in the 70-79 
or “fair” rate class is only $2,666 and 
it takes 38 such sales to total $100,000. 
By specializing on “excellent” prospects 
an agent can increase his commissions 
57 percent on first year business and 74 
percent on total business. The total 
commission on each $100,000 of business 
sold to “excellent” prospects is $3,258, 
to “good” (80-90) $2,863, to “fair” 
$2,114 and to below average prospects 
$1,873. The persistency of “excellent” 
class business increases the renewal 
commissions on this business nearly 100 
percent as compared to below average 
business. 
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Most men buy life insurance for Mary 
and the kids. 
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U.S. Regulation Seen in TNEC Report 


(CONTINUED FROM PAGE 1) 





banking field and suggest 
between insurance 
companies or in- 


in the 
strong similarities 
companies and trust 
vestment trusts.” 

The report concluded on this subject 
with the following observation: “An 
ever increasing amount of the country’s 
savings is flowing to life insurance com- 
panies which, because of their fiduciary 
characteristics and the restrictions con- 
tained in the investment laws to which 
they are subject, are in effect sterilizing 
the savings funds received and prevent- 
ing them from flowing into new enter- 
prises for undertakings where the ele- 
ment of venture or risk is present. Thus 
the small business man or the small in- 
dustrial concerns are denied access to 
this most important capital reservoir and 
the “ insurance companies on_ the 
other hand are finding themselves un- 
able to put their funds to work.” 


Writer Scores “Fallacy 


Mr. Gregory makes the following 
comment on this: “The fallacy of this 
contention is obvious to any one who is 
at all familiar with the historical devel- 
opment of life insurance companies, plus 
a rudimentary knowledge of up-to-date 
finance. Restrictions on the investments 
of life insurance companies were enacted 
in New York State, the basis of legisla- 
tion for many states, after the investiga- 
tion conducted by Charles Evans 
Hughes, chief counsel of the Armstrong 
Insurance Committee investigating life 
insurance companies, at the turn of the 
century. ; 

“Following the Armstrong investiga- 
tion life insurance companies domiciled 


nitely 
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in New York State were forbidden to 
invest in equities, except guaranteed 
stocks. The law directed the investment 


departments of the companies on what 
to invest in and what not to invest in 
and laid emphasis on bonds and mort- 
gages. The law never contemplated 
that life insurance companies should 
participate in financing risk capital. 


Large vs. Small Companies 


While the SEC tended to be suspicious 
of large size in companies, it is more 
critical of the smaller companies on the 


score of officers using their positions 
for their own advantage. Mr. Gregory 
quotes the following from the report: 
“The officers and directors of large 
companies have less often used their 
positions to promote transactions for 


their personal gain than have the direc- 
tors or officers of smaller companies, 
although they have indulged in such ac- 
tivities on occasion. In the smaller com- 
such abuse of position 


panies, however, 
is frequent. There are many ways by 
which a director or officer may use the 


funds of his company to serve his per- 
interests. 

“He may borrow money 
in the name of a corporation he owns 
or controls: he may sell goods or serv- 
to the insurance company, possibly 
premium: he may cause the insur- 
ance Company to purchase his own se- 
curities or to provide money for 
financing a speculative business venture 
he is promoting; he may place friends 
or business associates on the payroll of 
the insurance company at exorbitant 
salaries.” 


sonal 
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Criticises Loose Methods 
“Also he 


may pad expense accounts 


or draw compensation in advance with 
no contempiation of repayment: he may 
direct the depositing of company funds 
to his advantage; he may cause prefer- 
ential contracts to be executed in his 
favor or, if he acts in concert with at 
least some of his fellow directors, he 
may even change the form of the com- 
pany from mutual to stock or stock to 
mutual whichever best serves his pri- 
vate purposes.” 
SEC OFFICIALS MUM 

W ASHINGTON—SEC offifficials re- 


fuse to affirm or deny the “Herald- 


directly or 


Tribune” story, but they intimate it is 
not entirely correct. 


TIME OF RELEASE UNCERTAIN 

Apparently O’Mahoney has not made 
up his mind whether to release the 
TNEC report on life insurance prior to 
the election this fall. If the report con- 
tains nothing of a vital nature to which 
the insurance people could take excep- 
tion, they would prefer to have the re- 
lease held up until after the election. 
They have no desire that insurance shall 
become a_ gratuitous political issue. 
However, if the report should contain 
recommendations that are hostile to in- 
surance interests, then it would be bet- 
ter to have the report released at this 
time, so that the issue could be brought 
into the open and insurance be given an 
opportunity to get its Story across at 
a time when public opinion is exerting 
its maximum influence. 

It had been expected that there would 
be filed this week with the TNEC a 
statement signed by 152 insurance com- 
panies for the purpose of correcting the 
record of the insurance hearings. This 
statement was the work of a committee 
of which E. E. Rhodes, vice-president of 
Mutual Benefit Life, has been chairman. 
Several thousand copies of the statement 
have been printed and are ready for 
circulation when the signal is given 


Moratorium for 
Conscripts Proposed 


(CONTINUED FROM PAGE 2) 


The bureau of war risk insurance was 
directed to make a list of all applicants 
for benefits. Every month, the Treas- 
urer of the United States was required 
to deliver to each insurer government 
bonds to the amount of the certified 
“monthly difference.” These bonds had 
to be registered in the names of the 
respective insurers and could not be 
transferred or again registered except 
upon the approval of the bureau of war 
risk insurance. They had to remain in 
possession of the insurer until final set- 
tlement took place. The insurer was 
entitled to receive the interest thereon, 
and had to furnish the bureau of war 
risk insurance with semi-annual state- 
ments as to its financial condition. In 
case of insolvency of any insurer, all 
obligations on the part of the United 
States to meet premiums ceased. These 
bonds were to be held by the insurers 
as security for the payment of all de- 


faulted premiums with interest. They 
were not taken in payment of such 
premiums strictly speaking and _ the 


United States had a first lien upon any 
policy receiving the benefits of the act 
to indemnify it against loss. Preexist- 
ing policy loan had priority to the lien 
of the government. The whole trans- 
action so far as the government and 
the insured and insurer were concerned, 
constituted a loan against the policy. 


Making the Final Account 
One year after the end of the war 
the act provided that there was to be 


a statement of the account as it should 
then stand between each insurer and the 


government. Into the account went 
these credits in favor of the insurer: 
Total of all “monthly differences;” the 


difference between the total interest re- 
ceived by the insurer on the bonds held 
by it as security and the total interest 
upon the “monthly differences” at the 
rate of 5 percent. In this last calcula- 
tion the government was credited with 
the amount of the cash surrender value 
of eacli policy lapsed or forfeited in ac- 
cordance with the terms of the act on 
condition, however, that in no case should 
such amount be greater than the unpaid 
premiums with interest thereon and the 
rate provided for policy loans. 

The balance thus determined was to 


be paid by the government to the in- 
surer upon the surrender of the bonds 
delivered to it from time to time under 
the provisions of the act. Past due 
premiums in case of the death of any 
policyholder with interest at the rate 
provided for policy loans were to be de- 
ducted from the proceeds of the policy 
and included in the next monthly re- 
port of the insurer as premiums paid. 
Where the insured failed to pay within 
a year after his service ended all past 
due premiums with their proper inter- 
est, the policy lapsed and became void. 

Burton Mansfield, who was insurance 
commissioner of Connecticut, gave a 
talk on this act at the commissioners’ 
convention in 1918. He discussed the 
constitutionality of it and certain tax 
features. The question arose, he said, 
whether the premiums guaranteed by 
the government were actually paid or 
were only payments by the government 
in the nature of a loan. The effect, he 
contended, was practically the same so 
far as the insurance departments or any 
other interested parties are concerned. 
The premiums for all practical purposes 
were paid. They should be so treated, 
he argued, in the annual statements of 
the companies and taxes should be paid 
accordingly. 

The system worked very well, it is 
understood, and the final net loss to the 
government was trifling. 


Pink Gets Go Ahead 
Signal on Probe 


(CONTINUED FROM PAGE 3) 


or proposes to operate and such other 
information as the superintendent may 
require. Service organizations shall be 
subject to examination by the superin- 
tendent as often as may deem expe- 
dient.” 


Text of Amended Definition 


The broadened definition of service 
organizations, contained in section 180, 
subdivision 6, states that “every person, 
partnership, association or corporation, 
whether located within or without this 
state, who or which inspects risks, ad- 
justs losses, tests appliances, formulates 
rule, establishes standards or assists in 
the making of rates for the information 
or benefit of insurers or rating organiza- 
tions in the transaction of insurance 
business on property or risks located in 
this state or furnishes information or 
advice to insureds or prospective in- 
sureds shall be known as a service or- 
ganization.” 

In his opinion Attorney-general John 
J. Bennett, Jr., stated that “the amend- 
ment certainly would appear to cover 
persons who ‘advise insureds or prospec- 
tive insureds’ in the manner outlined by 
you in your inquiry. The superintend- 
ent by this amendment may exercise 
over such persons the powers conferred 
by section 182 of the insurance law.” 


Smrha Sets Up War 
Risk Clause Rules 


(CONTINUED FROM PAGE 3) 


except for non-payment of premiums; 


“and except for violation of the condi- 
tions of the policy relating to naval and 
military service in time of war.” 

All limitations of liability after two 
years must result from military and 
naval service in time of war. 

War may be either declared or unde- 


clared. 

Riders should refer to and identify the 
principal policy and should provide that 
the contestable clause of the principal 
policy is voided or modified, as the case 
may be, by the terms of the rider re- 
garding contestability on account of 
military and naval service. 

Since policies may be contestable at 
any time during which they are in force 
in event of death resulting from military 
or naval service in time of war, they 
may limit the time during which death 
from such causes will make the policy 
contestable. 

Settlement during the 
period may be on a basis 


contestable 
of returning 


the premiums paid or paying the reserve 
with dividend accumulations. 

Provisions for contestability in event 
of death from any and all causes during 
period of military or naval service will 
not be approved if such exclusion is for 
a period of more than two years from 
the date of the policy, because of the 
belief that the legislative intent was to 
permit companies to limit liability only 
for the extra hazard on account of such 
service. 

The statute does not define “military 
or naval service’ nor does it define the 
phrase “in time of war.” Attempts to 
define those phrases or other wording of 
the statute in such manner as to give 
rise to doubt as to conformity with the 
Statute will not be approved. 


Delays Caused by 
N. Y. Agents’ Exams 


(CONTINUED FROM 


spare the state expense 
sible. 

Against the recruiting difficulties that 
the new law has caused must be offset 
the keeping out of obviously incompe- 
tent men. Another collateral benefit has 
been that the delay has made it possible 
to eliminate a number of men who 
looked good at first but who before 
examination time proved so obviously 
unsuited to the business that it was not 
worth while to have them take the 
examinations. 
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as far as pos- 


The executive committee of the Life 
Agency Supervisors Association of 
Northern New Jersey held a luncheon 
meeting in Newark to make plans for 
the 1940-1941 season. 


Set a new accident and health sales 
record on Hoodoo Day, Friday, Sept. 13. 
Write your company for details. 


REJECTED RISKS 


YE AGENT’S TAYLE 
(In imitation of Geoffrey Chaucer) 
An Underwrytere was there in the towne 
And he was wont to walken up and 
doone 
To search for prospectes everich livynge 
day 
Yet mony mothere’s son wolde say hym 
“Naye.” 








His brothere eke was learned in the 
game 

But, by my halidome, ‘’twas notte the 
same 

He’d open doore, and forthwith to the 
matte 


Would come his prospecte for to greete 
him pat. 

These brothere twain, the storye ofte is 
told 

Didde meet to talken overe days of olde 

And one did to the othere lhoude 
complaine 

And saye his daye of work was but ful 
pain. 
The othere spoke then to his brothere 
dear 
And quod 
hear 
How oft the prospecte comeyth to the 
doore 

And thou wouldst goe, but he will listen 
more.” 

“The trick, deare brothere, lyeth I wille 
saye 


“But listen shortly, thou wilt 


In givynge hym no time to speaken 
‘Naye’ 

But covere hym with reasouns many 
score 

How if ne have enow he shoulde buy 
more.” 

“This waye, deare brothere, ween I thou 
wilt fynde 

A hundred thousand prospectes to thy 


minde 
Nor need’st thou feare, 
to come 


for everich yeare 


For foode, or garb, or shelter in thy 
home.” 

The brotheres twain, the storye doth 
thus ende 

Did eache their owne private way off- 
wend 

But eache became, I telle it soothe to 
saye, 


The leadynge Agent of hys Compenaye. 


—Geoffrey R. Higgins, Zimmerman 
Agency Connecticut Mutual, Chicago. 
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LIFE INSURANCE COURT DECISIONS 














Recent Decisions Involving 
Double Indemnity Provisions 


There have been some recent acci- 
dent decisions of interest. Some of these 
arise over the double indemnity clause. 
One was decided by the U. S. circuit 
court of appeals, third circuit, affirming 
the lower court in Young vs. Aetna 
Life. The plaintiff brought suit on two 
policies on the life of her deceased hus- 
band, they providing for double in- 
demnity. 

The assured had received a blow on 
his chest in an automobile collision and 
died the day following the accident. 
Judgment was recovered by the plain- 
tiff, the jury finding that death was 
caused by accidental means. On this 
appeal, the defendant objected to the 
charge wherein the jury were permitted 
to consider whether or not a pre-exist- 
ing condition, arteriosclerosis, was a 
“normal incident of advancing age, ” and 
not “disproportionate in degree” to the 
age of the assured. The higher court af- 
firmed the judgment stating that the 
trial judge delivered a most careful 
charge. As to the effect of a pre-exist- 
ing disease on the right to recover under 
the double indemnity provisions of a 
life policy the court stated that, “the 
company should not escape liability be- 
cause one of the ailments which con- 
ventionally accompany advancing age 
happens to make an elderly assured 
more susceptible to the evil conse- 
quences of an accidental injury, and this 
is especially so when the company ac- 
cepts premiums from an assured who is 
advanced in years.” 

+ oe 
CARBON MONOXIDE 


Another case had to do with the in- 
halation of carbon monoxide. This came 
before the Missouri supreme court in 
Cleaver vs. Central States Life. The 
company denied liability for double in- 
demnity for accidental death, which ex- 
cluded such liability for death by poison. 
The insured died through the inhalation 
of carbon monoxide gas. There was 
much discussion to the effect that car- 
bon monoxide gas is not poisonous and 
that death from its inhalation was caused 
by asphyxiation. The court, however, 
left it to the jury to determine the na- 
ture of the gas and the jury resolved the 
dispute in favor of the beneficiary. The 
policy also contained an automatic pre- 
mium loan provision whereby, after de- 
ducting indebtedness to the company, 
the net cash value of the policy would 
be used in payment of future maturing 
and unpaid premiums. This provision 
was upheld under the non-forfeiture 
statutes, even though the authorization 
for the use of the net value was given 
before the accrual of indebtedness for 
the premium payments. The double in- 
demnity provision being in force under 
the automatic premium loan provision, 
judgment thereunder was awarded the 
beneficiary in the policy. Because the 
defendant relied upon a former opinion, 
overruled herein, it could not be penal- 


ized for vexatious refusal to pay, the 
higher court held. 
S te % 
SLAYING OF ASSURED 
The North Carolina supreme court 


had before it Warren vs. Pilot Life in 
which the plaintiff sought to recover 
under a policy on the life of her son 
which provided for the payment of 
double indemnity. This appeal was 
after the third trial of the case, all three 
resulting in verdicts for the plaintiff. 
The facts disclosed that the insured and 
his fiance were seated in an automobile 
when the door was opened and a man 
put his arm around the girl’s shoulder 
and held a pistol in front of her face. 
She reached to knock the pistol away 


and it was discharged and fatally injured 
the insured. The assailant’s intent was 
to assault the girl and to so disable the 
insured as to prevent his interference. 
The majority of the court holds that 
the evidence produced on this third trial 
was different from that on the former 
trials and that under this evidence there 
could be but one conclusion and that 


was that the shooting was intentional 
and not accidental. A new trial was 
ordered. A dissent in which two judges 


concur expresses the opinion that the 
slaying could have been found to have 
resulted from a tussle between the girl 
and the assailant and contends that the 
findings of the three juries should pre- 
vail. 
x 0 * 
SUFFERED FROM BURNS 
Another interesting case came before 
the Atlantic County circuit court, New 
Jersey, in Cramer, administratrix, vs. 
John Hancock Mutual. The plaintiff’s 
intestate suffered burns when an alumni- 
num kettle in which she was preparing 
soup exploded. The accident occurred 
Feb. 12, 1939, and the insured died 
April 15, 1939. The suit was instituted 
to recover accidental death benefits pro- 
vided for in two policies of life insur- 
ance. The policies provided that no ac- 
*cidental death benefit would be paid if 
death was caused or contributed to, di- 
rectly or indirectly, by disease or by 
bodily or mental infirmity. The insured 
suffered from arteriosclerosis. Of the 
four medical expert witnesses who testi- 
fied, only one was of the opinion that 


the insured’s death resulted from the 
burns which she received. The testi- 
mony of these witnesses substantially 


comprised the evidence concerning the 
essential controversial issue. A verdict 
having been returned in favor of the 
plaintiff, the company obtained a rule 
to show cause why the verdict should 
not be annulled and a new trial granted. 
The court, ordering this rule made abso- 
lute, stated that it was incumbent upon 
the plaintiff to prove that the burns sus- 
tained resulted directly and independ- 
ently of all other causes in the death. 
After reflecting on the indispensable 
factual circumstances which the plain- 
tiff was obliged to establish, appraising 
the testimony of the witnesses, giving 
due significance to the preexisting con- 
dition of the insured, and the span of 
time between the accident and death of 
the assured, the higher court concluded 
that the verdict of the jury was not sup- 
ported by the evidence. 


Policy Termination Case 
Up in Federal Court 
with New England Mutual 


An interesting case has been decided 
in Olin, administratrix vs. New England 
Mutual. The company sought a declara- 
tion as to whether a certain policy had 
lapsed and terminated prior to the in- 
sured’s death. That gave rise to the 
question as to whether the company 
had properly advanced a premium loan 
to continue the policy in force until the 
date on which the assured contended it 
had lapsed. The policy provided that any 
surplus should be applied in reduction of 
premiums and that premium loans 
should automatically be made by the 
company, the assured having so desig- 
ueted, after a certain number of pay- 
ments had been paid, provided the re- 
serve value was sufficient to cover the 


loan. Premiums are payable yearly. On 
Sept. 29, 1931, the annual premium of 
$317 fell due. The surplus available 


then was $95.50. The assured sent notes 


tu the company for $93 but no further 
payment was made. The company ad- 
vanced a premium loan in the amount of 
$48.20 as partial payment of the premium 
and continued the policy in force under 
that arrangement. 


Contention of Beneficiary 


The plaintiff contended that the policy 
lapsed on Sept. 29, 1931, when the pre- 
mium was not paid, and further, that 
the amount of extended insurance which 
could have been purchased with the re- 
serve then available would have con- 
tinued the insurance in effect until the 
date of the assured’s death. She held 
that the company’s action was in viola- 
tion of the terms of the contract and the 
U. S. circuit court of appeals for the 
seventh circuit agrees with her conten- 
tion. Premium loans may be advanced 
only if the reserve available is sufficient 
tu cover an amount which will pay the 
entire, not a part of the premium, the 
court held. Moreover, the application 
ot the surplus available does not amount 
to partial payment and will not continue 
the policy in force unless the balance of 
the entire premium is paid, the applica- 
tion constituting a credit on the pre- 
nium, subject to the timely payment of 
the balance, the court concludes. There- 
fore, since the reserve was insufficient, 
and this fact is not disputed, to permit a 
loan adequate to pay the balance of the 
entire premium the company’s action 
was unjustified according to the decision 
of the court. 


Holds Disability Affected 
“His” Occupation Only 


A permanent disability issue came up 
in Betteley vs. Protective Life, the Ala- 
bama supreme court affirming the de- 
cision of the lower court. The plaintiff 
was susceptible to a reaction when in 
contact with printer’s ink and washing 
fluid used by printers which caused an 
inflammation in his hands and arms and 
along the inner sides of his thighs. He 
was an expert pressman and had been 
trained for such work, but was forced 
to give it up because of this condition. 
He was able to perform other work 
without unfavorable reaction and the in- 
flammation cleared up within a reason- 
able time after he had discontinued his 
press work. 

The question presented was whether 
such an occupational distase constituted 
a total and permanent disability so as 
to prevent the insured from engaging 
in any gainful occupation within the 
terms of his policy. The higher court 
held that the plaintiff is not mentally or 
physically incapable of performing gain- 
ful occupations other than that of press- 
man and the policy covering total and 
permanent disabilities does not cover this 
occupational disease. 


Hold Agent for Losses 
of Unlicensed Insurer 


The Tennessee supreme court has re- 
cently applied the law of that state which 
makes an agent liable for the losses of 
an unlicensed company, on policies he 
places with such company. Section 6141 
of the Tennessee code reads: 

“An agent or person shall be person- 
ally liable on all contracts of insurance 
unlawfully made bv or through him, di- 
recty or indirectly, for or in behalf of 
any insurance company not authorized 
to do business in this state.” 

This law came before the court in 
two cases. 

Fred Kirshner was operating the 
Washington Benevolent Association, 
later known as the Washington Burial 
Corporation, as its president, and appar- 
ently on the theory that it was not sub- 
ject to the insurance laws. Two claims 
went unpaid and the beneficiaries 
brought suit. The two cases were heard 


Double Indemnity Case 
Had Peculiar Background 


The Georgia court of appeals had a 
case before it involving double indemnity 
in Schneider vs. Metropolitan Life. 
Shortly after the insured had gone to 
assist a neighbor in catching a hog a 
noise was heard and his body was found 
in the doorway of the barn. He had 
been shot through the head by an auto- 
matic pistol which was found close by, 
but there were no powder burns on his 
flesh. There was evidence to show that 
the deceased was a jovial man, that he 
had a wife and two children and had no 
family or marital troubles, that he was 
considering starting a new job and that 
shortly before his death he had made a 
Statement to the effect that he would 
never take his own life. There was 
other evidence not so favorable. 


Judgment Reversed 


The court held that the plaintiff had 
the burden of proving that death resulted 
from external causes; that where death 
results from a gun wound there is a 
presumption that it was not self-inflicted; 
that the statement made by the plaintiff 
on proof of death that the cause was a 
gun wound self inflicted, was explainable 
to show that the wound was accidentally 
inflicted, and that the denial! of liability 
and refusal on demand of the company 
to pay amounted to a waiver of proof of 
death. The higher court holds that the 
lower court erred in nonsuiting plaintiff 
and judgment is teversed. 





Beneficiary Chenge Invalid 
Because Not Registered 


The Pennsylvania superior court 
affirmed a decision of the lower court in 
which the issue was over a change of 
beneficiary, the case being in re estate 
of Fornera. Metropolitan Life issued 
a policy which originally named the 
deceased’s mother as beneficiary. When 
the mother died the holder in the pres- 
ence of an agent changed the beneficiary 
naming his sister. The policy contained 
a notice to the effect that no change of 
beneficiary was to be effective until 
endorsed by the company at the home 
office. The form used to make the 
change contained a similar provision. 


Policy Placed in Trunk 


The holder after making the change 
never sent the policy to the home office 
but placed it in a trunk where it re- 
mained until his death. Metropolitan 
paid the proceeds to the administratrix, 
but his sister claimed that they should 
have been paid to her. However, the 
court holds that the terms of the policy 
are binding and that in the absence of 
the endorsement by the home office for 
a showing that the deceased did all he 
could to comply with the requirements, 


the change of beneficiary was ineffec- 
tive. 
together, Partain vs. Kirshner, and 


Howell vs. Kirshner. 

The supreme court held that the cor- 
poration was subject to the insurance 
laws, and ordered judgment against 
Kirshner, who had signed the policy as 
president. Kirshner claimed that section 
6141 applied only to agents, not officers, 
but the court ruled that it applied to 
any agent through whom a policy was 
issued, regardless of his title, and re- 
gardless of whether there were other 
agents in the case or not. In the Howell 
case the suit was brought after the six 
months limitation in the policy, and 
judgment went against the claimant on 
that ground. Judgment went against 
Kirshner in the Partain case. 

The evidence showed that the corpora- 
tion during its existence, had more than 
8,500 members and collected more than 
$20,000 in dues 
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Charles Norton, 15-year-old youngster from Durham, N. C., is here shown with 
Clifford L. McMillen, New York general agent of Northwestern Mutual Life. Norton, 
whose father is North Carolina general agent of Northwestern Mutual, addressed 
the McMillen agency. describing his voyage in a 16-foot sailboat from Morehead 
City, N. C., to New York, a distance of some 800 miles. 





Informal views from recent agency convention of Franklin Life of Springfield, 
Ill., at Virginia Beach. In lower left picture is shown President C. E. Becker, on 
left of group of three men and one lady. 
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This is an architect's sketch of the new home office building of United Life & 
Accident, which is now under construction in Concord, N. H. It is of most attrac- 
tive design and it will provide excellent working conditions. 


Ohio, Washington, Iowa and Missouri representa- 
tive of Central Life of Iowa at convention. 


Watching the early arrivals drive in to the Central 
Life’s convention headquarters. 


With the enthusiastic slogan “It Can Be Done” 
125 leading producers of the Central Life of 
Iowa attended a five day gathering at Gull 
Lake, Minn. Above and to the left are shown 
the conventioneers, headed by President E. H. 
Mulock. 





S. E. Fox and W. J. Brigham of Wisconsin display 
William Cole of Washington state. their catch. 
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